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“T never looked at it in 


that light before” 


“I’ve often seen that little statue in 
the park,” said Thomas Delaney. “On 
rainy days the umbrella keeps the chil- 
dren dry. On sunny days it casts a use- 
ful, pleasant shadow. 

“That reminds me of an experience 
Thad recently in finding protection for 
my sunny days as well as the rainy ones. 
I had never before thought of life in- 
surance as giving two-way protection. 

“The experience I mean began when 
I read about the Equitable Case Method 
and got the advice of an Equitable 
agent on a plan to take care of my 
wife and children if anything should 
happen to me. 

“The agent worked out an insurance 
plan to cover that need. ‘Now,"he said, 
‘that’s the rainy -day side of insurance. 
Perhaps you have never considered 
the other angle — how life insurance 
can make your own later years sunny 
and secure.” 

“He then showed me how the re- 
serve value of my policies could make 
my own life easy after the children 
are grown. Starting when I am sixty 
I will get a check from the Equitable 
every month as long as I live. 


The Case Method can 
help you, too. 

Maybe you, too, are interested in this 
“sunny-day” aspect of life insurance which 
so pleased Mr. Delaney. Or perhaps your 
problem is to provide an: education for 
your children, or to assure security for 
aged dependents—or any of a dozen or 
more desires. 

Why not put it up to an Equitable agent 
to show you how readily the Case Method 
can fit a life insurance plan to your exact 


needs? LIFE ASSURANCE 


SECURITY — PEACE OF MIND 


SOCIETY 


MUTUAL — COOPERATIVE 


OF THE U.S. 


NATION-WIDE SERVICE 


“And this two-way plan means only 
a moderate outlay each year.” 


THE EQUITABLE 


FAIR — JUST 
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PUTTING THE 

















Thomas I. Parkinson, President 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 







B 





“eof 5 
Hig hse 


Fe Ps 

















EQUITABLE AGENT 
INTO THE PICTURE 








O 









The national advertising program of 






The Equitable Life Assurance Society of 







the United States for 1935 will continue 






to feature the Society's Case Method of 






Life Insurance Planning, emphasizing 







the highly important part the trained 







Equitable agent plays in fitting the insur- 






ance to the exact needs of the prospect. 
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Charles J. Watts Has Been Appointed 
to Take Charge of Union 
Mutual Life 





The Union Mutual Life of Portland, 
Me, has appointed Charles J Wattsi 
manager for Maine, with headquarters 
in Portland New general agency of- 
fices have been opened on the second 
floor of the thhome office building The 
agency will have complete jurisdiction 
of all Maine territory, except Aroostook 
county. Mr Watts is a native of Iowa. 
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Union Mutual Has New Policy 





Life Expectancy Form Being Issued; 
Three Other New Contracts 
Scheduled Soon 





The Union Mutual Life of Portland, 
Me., is issuing a new life expectapcy 
participating contract termed the “1935 
Recovery Policy,” and plans to bring 
out within the next three months three 
other new policies. These will be re- 
tirgment income contract at ages 60 or 
65, with insurance, and a juvenile edu- 
cational endowment at age 18. 

The life expectancy form may be con- 
verted to life or endowment form at any, 
time either at attained age and date © 
conversion by paying premium at the 
new age from that date, or as of orig 
inal date by paying up with interest the 
difference in premiums between those 
on the new and old policies, or differ- 
ence between cash values on new and 
old policies for the number of years paid 
on the old policy, whichever 1s greater. poegan 
Premiums on the new policy will be at 
original age in the latter case. On thegburgh 
first option, the policyholder will be al-fcarr’ 
lowed reserve value on the life expec- 
tancy policy at date of conversion to- 
ward payment of premiums on the new, 
form. f 

Conversion may be made without 
medical examination except evidence of 
insurability if applied for within five 
years of date of expiration. The con- 
tract is automatically converted to whole 
life as of attained age at expiration if 
eieebieT og ben receivipg waiver of 

































Tucker & Tucker Take Union § 
Mutual Philadelphia Agenc 


Frederick Tucker and his son, F. 
Arthur Tucker, have formed a partner-fB 
ship known as Tucker & Tucker, which® 
will manage the Philadelphia agency 
of the Union Mutual Life. Arthur 
Tucker, C. L. U., who has been with 
the company only three years, will 
serve as assistant manager of the Phila- 
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S. B. PHILLIPS 


~ PORTLAND, ME., April 26.—Syl- 
van B. Phillips, president of the Union 
Mutual Life of Portland, announces the 
election of R. E. Irish of Chicago as 
second vice-president. 
ready taken up his new duties 
pointment is the first ste; 
of growth and expag 
by the directors 
Phillips’ electio; 
October. 
Mr. Irish 
versified 


pervisor of agencies for the Reliance 
Life with headquarters at Minneapolis. 
Later he went with the National Life, 
U. S. A., as superintendent of agencies, 
and for several years past he has been 
wient of the Central Life of 
Kh is one of the younger, Pact Dbesugyy the 
mnpany executives. 
utive experience, 
* life insurance 
. commands 
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Changes in Maine Comp 


al Life of Portland,y 
f the juvenile insurance 
four policies, they being 20- 








A. T. Lehman, who recently became| Announcement is made this week o 
the election of Charles N. Cutter as as- 
sistant superintendent of agencies of the 
company. He has been connected with 
the Union Mutual Life two years in the 
agency department, 
been an agent and field representative 
for the Equitable Life of New York in 
Portland. 


associate actuary and comptroller of the 
Union Mutual Life of Portland, Me., has 
been one of the outstanding middle west 
insurance executives. His last connec- 
tion was as actuary of the Detroit Life. 
Prior to that he served as actuary for 
the Indiana department and later as 
actuary for the Standard Life of Pitts- 


burgh. He will be associated in the C. G. Lane has been appointed invest- 
apency department activities with Vice- | ment 








ayment endowment at age 85, partici- 
20-payment endowment at age 
20-year endowment, 
participating; endowment at age 18, par- 


\Murden Is Albany General 
Agent for Union Mutual 
W C. Murden has been 


manager of the Albany office of the 
Murden_has 


formerly having 





¢ department statistician for the 
resident R. E. Irish. company 
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Evanston, IIl., where he resides. 
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Former General Agent of Gene, 
American to Take Charge in Chi. 
cago for Portland Company 


PORTLAND, ME., Jan. 17.—An. 
nouncement is made this week that A, 
A. DeLapp has been appointed manager 
of the Chicago office of the Union My- 
tual Life of Portland effective Feb, 1, 

Mr. DeLapp resigned a few weeks ago 
Jas general agent in Chicago of the Gen- 
eral American Life. In the interim he 
was located temporarily in the E, B, 

hurman agency of the New England 
Mutual Life in Chicago. He came ty 
Portland to complete the arrangements 


Mr. DeLapp was connected with the 
Missouri State Life for several years as 
an agent, making a record with the rate 
book. Then he became general agent 
and remained after the reorganization 
of = company as the General American 

ife. 


He entered life insurance work in 
1925 as an agent for the Missouri State, 
and from the start he made a rec. 
ord as a personal producer, writing 
from $300,000 to $1,000,000 of busines 
annually. He is a Chartered Life Under. 
writer, has served on various committees 
of the Chicago Life Underwriters Asso. 
ciation and is active in civic affairs in 


Mr. DeLapp’s appointment rounds out 
a program of expansion and develop- 





[Branch Into Juvenile Field 


Union Mutual Is First New England 


The Union Mutual Life of Portland, 
Me., is the first New England company 
to branch out actively in the juvenile 
field. It has just amplified its writings 
of young people, broadening the under- 
writing policy to take juvenile risks on 
a number of forms down to one day of 
age. A new policy, an educational en- 
idowment at age 18, is in the mill and 
Iwill be brought out early in 1935. For 
a number of years the Union Mutual 1s- 
sued down to age 15 and a year ago 
Fidropped the policy to write a number 
Of forms down to age 10. It is now 
Jgoing actively into the strictly juvenile 


en Each contract, as is usual with ju- 
atio Venile insurance, has graded death bene- 





States for Union Mutual 


The Union Mutual Life of Portland, 
e., has appointed Hermon Davis man- 
ker for New Hampshire and Vermont 
ith headquarters in Nashua, N. H. 

Mr. Davis was formerly with the 
onnecticut General Life. He is a na- 
ive of New Hampshire and has been 


Weltz Takes Union Mutual 


Earl H Weltz & Co., general agents 
of the Massachusetts Accident, with of- 
ces in Philadelphia, Camden, Wilming- 
ton, Pittsburgh, Detroit and Chicago, 
have been appointed Philadelphia gen 
f@cral agent of the Union Mutual Life o 
appointed MPortland, Me. 
For many years Mr. Weltz has been 
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Recruiting Agents 
Is Difficult Job 


Harder Now to Secure Good Men 
—Grows Steadily 
Worse 


BECOMES A MAJOR TASK 


Both New and Old Agencies Find Few 
Good, Self-financiers Among 
Prospects 


NEW YORK, Feb. 28.—The 
cruiting problem is a tougher job to- 
day than at any time since the onset of 


Te- 





the depression and there is little on the 
| horizon to make anyone believe that the 
situation is going to get better of it- 
self. Long established as well as 
newly appointed agencies are finding it 
land, uecessary to make the finding of good 
quality potential agents a major task 
ho and to evolve and adopt effective meth- 
nder- ods for finding and inducting such ma- 
3 on terial, | . 
ry of During the depression many very 
Y competent salesmen from other lines 
and where the market was nil, such as 
For stocks and real estate, became life in- 
a} ie: surance agents. Some of them did very 
ago well, About a year ago, however, the 
nber supply of such newcomers had dwin- 
now dled markedly and the type of man who 
calle might be expected to make good as an 
underwriter and was also able to fi- 
jue nance himself for a few months became 
vente extremely scarce. The continuance of 
the depression made it difficult to find 
aman whose morale, if not his finances, 
had not been badly shaken by the 
I gloomy outlook. 
tua Recruiting Steadily Worse 
and, _The recruiting situation has been get- 
nan ting steadily, though not spectacularly, 
10nt Worse since then and many agency 
’ heads are making it their main problem. 
the Newspaper advertising, favored by 
na- some formerly, is now pretty much in 
een the discard. One reason is that some 


of the most desirable papers here will 
al not accept a want-ad unless it tells the 
Nature of the business. When the ad- 
vertisement states that life insurance is 
the type of work, it has been found dif- 
ficult to attract the type of men de- 
 Sired, 

A large proportion of the more 
Prominent agencies have relied in the 
Past on their own agents to bring in 
ntw men. This source has been cut 

= because agents’ average earnings 
ric been below normal and they have 
€sitated to recommend the business to 
their friends or acquaintances. 

rate newly developed methods for 
andling the recruiting problem, the 
main One seems to be to treat it like 
Prospecting for life insurance buyers, 
_ the same regard for constant ef- 
ort and seeing a large number of peo- 
is Sat of whom to make the final se- 
€ction. One general agent recently in- 
(CONTINUED ON LAST PAGE) 
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Field Men Much Encouraged 
by Year End Business Boom 


—_—_ 


FEEL RECOVERY IS ON WAY 





Rate Advances Were Big Factor, But 
Effect Found to Be Continuing 
This Year 


December and January brought a 
flood of applications in a great many 
agencies and companies throughout the 
country. Life insurance men are uncer- 
tain just how much weight the premium 
rate increases made effective Jan. 1 had 
in bringing in this business, although 
they believe this was largely responsible. 

However, many of them are confident 
the volume increase is a definite indica- 
tion of recovery. This belief is quite 
widely held, especially in view of the 
fact that in a great many instances the 
rush of business has continued over into 
this year. 

Greater Optimism Felt 


Insurance men are far more optimistic 
this year, perhaps with nothing more 
substantial to go on than the increased 
production near the end of the year. 
Many general agents and managers state 
that 1934 was undoubtedly one of the 
hardest years of the depression in which 
to sell life insurance, yet agents began 
to get their feet on the ground and 
fought back intelligently in 1934. 

The year was spotty, partial recovery 
one month being followed unaccountably 
by a month or more of slack sales. 
Figures generally, however, indicate that 
the life insurance men last year made 
partial progress toward overcoming their 
difficulties. While there were many 
agencies that failed to exceed or even 
equal their 1933 figures—some of these 
large, well organized agencies—the 1934 
totals indicate a substantially increased 
production for the business as a whole. 


Larger Cases Appearing 


Many leaders have predicted that the 
immediate future in life insurance is 
one of snrall “package” sales, but there 
has been a quite marked development of 
larger cases—not the $500,000 and 
$1,000,000 cases of prosperity days, but 
ranging from $10,000 to $100,000, and 
in a few cases somewhat higher. One 
factor is limiting amounts sold, of 
course, the rather inflexible $300,000 
limit in force in most companies. 

There has been a noted growth in sale 
of income contracts. Wealthy men in 
increasing number are setting aside 
“stakes” in life company vaults. The 
people who have money are impressed 
with the safety record of life insurance. 

Even the large producers are not 
spending much time in developing big 
cases—for two reasons. They realize 
it is a field of much work and little re- 
sults in these times. They are getting 
their volume by a greater number of 
cases. Also, the tighter underwriting 
policy of companies on jumbo cases 
makes this a heart-breaking field in 
which to operate. 

There are many declinations or limi- 
tations of amounts issued on larger ap- 
plications. It is said a million dollar 
application in these times might require 
several months to place, among Cana- 
dian as well as American companies, but 
it is doubtful if $2,000,000 or more could 
be placed in its entirety. The market 
would be exhausted. 
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Higher Surrender Charge 
Is Death Blow to Twisters 


or 


ATTACKS HEART OF METHOD 


Larger Deduction Imposed Over Longer 
Period Appears to Make Re- 
writing Unprofitable 


Increased surrender charges an- 
nounced by a number of leading com- 
panies, a move which is expected to be 
generally followed by the majority of 
companies, it is believed by many company 
officials and men in the field is a death 
blow to twisters. The new plan gen- 
erally is a charge of $25 or $30 which is 
placed on the policy initially and goes 
off much more slowly than under the 
old method. This is due to the fact 
that the period in which the surrender 
charge is applicable is much longer. 

large eastern company for exam- 
ple which has had a $25 charge amor- 
tized over ten years and thus reduced 
$2.50 each year, recently placed in ef- 
fect a larger surrender charge extend- 
ing over 19 years, or reduced at the rate 
of slightly over $1.50 a year. 


Charge Goes Off Slowly 


This shows a much heavier surrender 
charge in the first ten years, making it 
extremely difficult for a twister to show 
any advantage to a policyholder at any 
time in this period by cashing out and 
taking a new policy, even though in- 
terest on policy loan should be consid- 
ered as a charge properly added to the 
premium rate paid, and even though the 
twister should calculate, as usual, the al- 
leged “actual” premium rate paid on 
the old policy by taking into considera- 
tion the net amount at risk. 

Under the new plan, it appears, many 
years are required to build up a cash 
surrender value to make it worth while 
for the twister to spend his time on the 
case. On most forms and at most ages 
at issue, the new surrender charge 
leaves only a nominal surrender value 
at the end of the second year. In fact, 
it is said, in many cases actuarially the 
surrender value at the end of the séc- 
ond year is completely wiped out and 
the company arbitrarily has set a sur- 
render value of approximately $1 in 
order to have some value to offer pol- 
icyholders in that year. 


Closes Loophole for Twisters 


Under the new plan at the end of five 
years there is still a surrender charge 
of $22.50; end of ten years, $15; 15 
years, $7.50; whereas under the old plan 
of $25 surrender charge spread over 
ten years, at the end of two years there 
was only $22.50 surrender charge, three 
years $20, four years $17.50, five years 
$15, etc. Thus in a few years the val- 
ues built up to a fairly substantial sum 
and the surrender charge had been re- 
duced so much that there was a loop- 
hole for the twister to demonstrate an 
apparent profit to the policyholder in 
making a change. 

There are several possibilities loom- 
ing on the horizon for companies which 
do not immediately follow the lead of 
the more important companies in greatly 
increasing their surrender charge. 

Companies which do not do so natur- 
ally for a time will enjoy a great sales 
advantage as their contracts will be 
(CONTINUED ON PAGE 18) 
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Financial Officers 
Hold Chicago Meet 


Tests to Apply to Various Types 
of Bonds Are Outlined by 
Specialists 








IN MIDWINTER’ SESSION 







Torrens Says Life Companies Are 
Unable to Compete With Federal 
Loan Agencies 










Life companies are unable to com- 
pete with federal land banks in the farm 
loan field because of the disadvantages 
of taxation, lower permissible ratio of 
loans to value, and necessarily higher 
interest rates. American railways are 
in a crucial period this year, such that 
if spring traffic falls below expectations 
even the federal coordination plan now 
before Congress may not be sufficient 


to meet the situation. 

These were two significant conclu- 
sions of speakers at the mid-winter 
meeting of the Financial Section of the 
American Life Convention held in Chi- 
cago. They were voiced by D. T. Tor- 
rens, vice-president Kansas City Life, 
one of the veterans in the farm loan 
field, and Dan N. Bacot, consulting en- 
gineer Railroad Analyses, Baltimore, 
formerly for many years a railroad ex- 
ecutive and traffic man. 


Morning, Afternoon Subjects 

















































The meeting was devoted to two 
themes, in the morning there being ad- 
dresses and discussions on tests to ap- 
ply to various type of securities, rail- 
road utilities, municipal and goverin- 
ment, and in the afternoon on the sub- 
ject of farm real estate, mortgage loans 
and management. 

The Torrens and Bacot papers 
greatly impressed the financial officers. 
Mr. Torrens said that with federal land 
banks permitted to lend up to 75 per- 
cent of value where life companies are 
limited to 50 percent, and with the 
threat of 314 percent federal farm loans, 
or no more than the guaranty on re- 
serves of many life companies, the lat- 
ter cannot resume general operations 
in this field. Companies fear the ef- 
fects of new laws, government dom- 
ination, and also that borrowers’ morale 
may have been so lowered by mora- 
toria that they will not make the same 
effort to repay loans as did borrowers 
of the past. 


Farm Sales Are Profitable 


He expressed belief the public even- 
tually will realize that federal land 
banks must operate on a proper busi- 
ness basis or quit the farm loan field, 
and the farmers in time will return to 
life companies for such loans. Mr. Tor- 
rens reported that to date although his 
company has made no effort to sell its 
farm properties, the sales end shows a 

(CONTINUED ON PAGE 9) 
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Want to Add 


to Insurance 


Curtis Publishing Company Survey Shows Majority of 
Buyers Feel 10 Percent of Income Should Go for Policies 





NEW YORK, Feb. 28.—Definite ad- 
missions by .life insurance buyers in a 
recent consumer survey of typical Amer- 
ican communities indicate that additional 
insurance afmounting to two and_one- 
half times their present coverage is de- 
sired by half the men now owning life 
insurance, Fred Bremier, assistant man- 
ager division of commercial research, 
Curtis Publishing Company, told the 
New York City Life Managers Associ- 
ation. He was describing results of a 
survey made last spring by his company 
jeintly with the Life Insurance Sales 
Research Bureau. 

Of this potential additional coverage, 
92 percent is desired by men rating 
either good or excellent from an eco- 
nomic standpoint, the survey showed. 


Majority for Buying Policies 
with 10 Percent of Income 


“More than half the men interviewed 
believed they should use 10 percent or 
more of their income for life insurance,” 
said Mr. Bremier. “If this sample of 
consumer opinion may be considered 
representative and typical, we may in 
all fairness conclude that they fail in 
the execution of their beliefs. In 1933, 
the calendar year prior to the survey, 
the national income was approximately 
48 billion dollars. If 10 percent of this 
had been received in premiums by in- 
surance companies, the amount of ac- 
tual premiums would have been in- 
creased by almost 50 percent. And it 
should be borne in mind that 1933 did 
not represent a normal year for national 
income. 

“The present and near future appears 
to offer an unprecedented opportunity 
for the sale of life insurance. The con- 
sumer is not only favorable toward your 
product but the largest percent report 
that life insurance is now their favored 
method of saving and investment. 

“Because of his recent economic ex- 
periences, he is more conscious of the 
soundness and stability of life insurance. 
Every life insurance agent should pledge 





Change in Title 














GEORGE A. GRIMSLEY 


George A. Grimsley, founder of the 
Security Life & Trust of Winston- 
Salem, N. C., who has lately been chair- 
man of the board, has now been elected 
vice-president, in a revision of the offi- 
cial lineup. He is a past president of 
the American Life Convention, having 
been elected in 1915. From 1912 to 1919 
he served as chairman of the board of 
the Jefferson Standard Life. 








himself to see that each client and pros- 
pect buys adequate insurance of the type 
best adapted to meet his needs. The 
market is ready. Cash in on this extra- 
favorable opportunity.” 

Some worth-while markets that seem 
to be neglected are young men, farm- 
ers and men in small towns, and wives 
and women for insurance on themselves 
and influence on husbands and other 
men in the family, Mr. Bremier said. 

Some of the findings that should par- 
ticularly be borne in mind by the life 
insurance business were listed by Mr. 
Bremier as follows: 

1. The trend in future buying is to- 





ward annuity or income insurance for 
old age income. 

2. The consumer needs education on 
the investment features of life insurance 
and consideration of insurance as a re- 
placement of monthly income instead of 
lump sum payment, 

3. Consumers interviewed appear to 
have a preference for the well-trained 
agent, as indicated by their comments 
and opinions, and manifested a greater 
willingness to see and do business with 


im. 

4. Only half the men interviewed are 
agreeable to giving even favored agents 
the necessary information for them to 
be able to make intelligent suggestions. 

5. The belief of almost half the men 
that they initiated the purchase of a pol- 
icy is caqnfirmed by the agents them- 
selves—but 35.9 percent of the agents 
report their major selling difficulty is 
“finding good prospects.” 

6. Adherence to the fundamental prin- 
2g of sound merchandising is essen- 
tial. 





Actuarial Firm Discusses 
Agency Problems 





Cameron & Chambreau, Harris Trust 
building, Chicago, well known consult- 
ing actuaries and tax consultants, have 
issued a bulletin which they have sent 
to a number of company officials, dis- 
cussing agency questions from a general 
standpoint. The bulletin gives its opin- 
ion that there is a rising tide in busi- 
ness and hence the suggestion is made 
that the selling of life insurance can now 
be entered into with much more assur- 
ance of success than during the last few 


~years. 


Greatest Problems Are 
Selection and Training 


Cameron & Chambreau declare that 
the obtaining and soliciting of agents is 
perhaps the most serious problem be- 
fore life executives. It is one to which 
scientific methods have been applied 
only within comparatively recent years 
and then only to a moderate extent. 
The training and maintenance of agents 
in the past, they say, have been very 
haphazard. The firm states that agents 
rightly desire to make a reasonable liv- 
ing wage. If they continue in their 
work for the same company they want 
to look forward to a satisfactory and 
increasing income for the rest of their 
active lives. Furthermore agents when 
they retire or become disabled desire 
that they and their families will be par- 
tially taken care of by renewal commis- 
sions. 


Say Officials Should Be 
More Agency-conscious 


The actuarial firm assets that com- 
pany executives should become more 
agency-minded and should insist that 
the personnel of every department, 
whether inside the home office or closer 
to the field, should have a thorough 
understanding of agency problems. The 
firm declares that field representatives 
should be drawn from the best citizens. 
The selection of agents is all important 
for the quality of the rate book man 
determines to a large degree the quality 
of business the company puts on its 
books. 


Factors in Financing 
Agents Are Considered 


Cameron & Chambreau say that gen- 
erally speaking the question of financ- 
ing agents resolves itself into a system 
of cash advances based on the charac- 
ter and responsibility of the agent. The 
principal factors to keep in mind are 
first, that the character and responsi- 
bility of the agent should be determined 
in the first place before he is hired and 
therefore before any advance is made, 
and second, that the company should 
carefully scrutinize its agency accounts, 
both individually and collectively from 
time to time to see that the renewing 





of the business is not hampered by evils 
arising from too great advances. 

Cameron & Chambreau feel that there 
should be continuous contact between 
home office officials and agents. There 
is a limit to which traveling activities 
can go on account of expense, but the 
contention is made that within reason- 
able expense limits, it seems well worth 
while for a company to encourage and 
indeed insist upon these contacts being 
made. The human element is a consid- 
erable influence in the maintenance of 
field morale. 


Advises Concentration of 
Effort in a Territory 


The actuarial firm asserts that com- 
ability of intensive cultivation of a given 
area or territory already entered rather 
than spreading out or expanding into 
new territory before there has been suf- 
ficient intensive cultivation of territory 
in closer proximity to the home office. 
The firm declares that many young 
companies, if not most of them, have 
made the mistake of entering too many 
states before they have sufficiently can- 
vassed and developed their home state. 
The maximum business should be 
sought in territory nearest to the home 
office, in the opinion of this firm. Cam- 
eron & Chambreau say that a clear cut 
system of agency planning and develop- 
ment should be a central part of the 
life company’s organization. 





Ordinary Life Volume 
Gain 37% in January 


Ordinary life sales increased 37 
percent in January, according to 
the Sales Research Bureau. Every 
section of the country reported 
substantial increases. Only South 
Dakota and Arizona failed to 
show an increase for the month. 
The figures by sections and for 
cities follow: 





Sections 
% 

Gain 
I I sg ook 5 ods s ates o 38 
DEIGGIC AZIAUUIC: ..o6:c00s0<beoce 54 
Hast North Central .....6csceee 28 
West North Central cic. sisi occ 12 
BOUT ALIBNEIC 00 ncceveccceecs 33 
WUGOC BOUCN COMTEEL 6.oisicc0e ccs 25 
Wrest South Central .... 0 6s0606 27 
SUEUR MEUANE G15 kb: Ho e's 0 6 eyesee Gibbs 30 
RMR nipiece's 0:sinigle «6.0 Gein ee eine a> 29 
Cn | OP See re re ry wr oe 
RUMEROINS: | 16 sp isxciere o'er & opie.bcererbio ecbiee 
Ee. Re meee ers 
DIRUEOME. 6 cs coce os hereeeeeey ees 
Los Angeles 
New York .... 
Philadelphia 
a rere ern ree eo eee 

















Value of Life Insurance 
as Investment Is Shown 
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Ordinary life insurance has been cop. 
sidered by life agents as the proper and, 
perhaps, only investment program for 
persons of moderate means, but even jy 
view of the great loss due to the stock 
crash of 1929 and subsequent depres. 
sion, it is not widely known that life 
insurance is equal if not superior to 
general investment program for persons 
who are well to do. 

This demonstration was made in the 
case of a client of the H. A. Zischke 
agency of the Union Central in Chicago, 
in the experience of a Chicago man with 
a considerable income, reported per. 
sonally to Mr. Zischke. 

This man disclosed that only recently 
he and his wife analyzed their stocks, 
bonds and other securities accumulated 
over a 40-year period, during which, the 
man said, he never had invested less 
than $15,000 a year. A comparatively 
small part of this went into life insyr- 
ance, the man accumulating altogether 
$200,000 of policies. The major portion 
of his investment fund went into bonds 
and stocks. 


Securities Greatly Depreciated 


The man and his wife, to their amaze- 
ment, found that on the basis of pre 
ent market values their bonds and stocks 
were worth only. $60,000. The man told 
Mr. Zischke they were much concerned 
over the situation and fearful for the 
future. They were especially anxious 
to make sure of a living income in their 
declining years. 

Upon examination of the man’s e- 
tate Mr. Zischke found the $200,000 of 
life insurance had a paid up value of 
$125,000. Thus no matter what hap- 
pened to the man, without spending an- 
other penny on life insurance premiums 
he could feel assured of leaving a large 
estate to his wife, and an estate in the 
most liquid form, worth 100 cents on 
the dollar. 

It further developed that these poli- 
cies had a cash value of $56,000, or 
nearly as much as the present market 
value of all his stocks and bonds for 
which he had paid a great deal more. 

The man is over 65, thus the cash 
value of his policies would, if he cared 
to use it to purchase a life annutty, 
bring him an annual income of neatly 
$4,800, or $400 a month guaranteed. 

The value of the life insurance wa 
so thoroughly demonstrated, however, 
that the man would let that go only 
a last emergency. He contemplated sel: 
ing all his stocks and bonds to put pre 
ceeds into an annuity, figuring that any 
substantial recovery in market value 
would be so long delayed that at his 
age it would be hardly worth while watt 
ing to get back some of the money It 
had invested. He was willing to take 
a loss now in order to safeguard tht 
remainder of his capital and obtail 
definite assured income for the future. 


Oppose Endowment Bill 


ALBANY, N. Y., Feb. 28.—The bil 
providing that when a_ policyholder 
under an endowment policy dies th 
company must pay the same amount 0 
insurance as the premiums paid would 
have purchased at ordinary life rates 5 
being opposed by life insurance inter 
ests. H. S. Weaver, Life President 
Association, and C. G. Taylor, Jt 
third vice-president Metropolitan Litt 
opposed the measure at a_legislativt 
hearing. Mr. Weaver said that the pro 
posed bill assumed that a life compaty 
can add a benefit to a policy without! 
increasing the premium. Various pot 
cies are carefully established on ti 
basis of actuarial experience, he_sa@ 
Henry Moir, president United Staté 
Life, said if the bill was passed th 
companies would have to retire the & 
dowment policy. Wendell Strong, 4 
tuary Mutual Life of New York, af 
D. L. S. Douglas, actuary New Yor 
Life, also opposed the bill. 
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Property Handling 
Methods Surveyed 


Various Methods of Managing, 
Selling Urban Real Estate 
Are Outlined 


AL.c. COMPANY PRACTICES 


Commissions, Fees, Advertising Cov- 
ered in Replies to Questionnaire; 
Attitude on Church Loans 


Companies practices in handling ur- 
ban real estate are shown in answers to 
a questionnaire recently sent out by the 
American Life Convention of Chicago 
to member companies. Forty-four com- 
panies depend on_ correspondents to 
handle such properties, 35 use manage- 
ment companies, 16 handle through 
home offices, and a Canadian company 
through salaried branch superintendents. 
Some use real estate departments of 
banks. . . . . 

There were 54 companies indicating 
they list such properties with only one 
real estate brokerage firm; 22, more than 
one; one with all reliable brokers. Ex- 
clusive listings are given by 12 compa- 
nies to brokers; 67 do not do so. Exclu- 
sive listing generally is given only in ex- 
ceptional cases, and for limited time. 


Commission, Advertising Practices 


The companies do not pay a commis- 
sion rate on sale of property in excess of 
local real estate board rate, a few quali- 
fying, “unless board rate low and would 
preclude sale.” Advertising expenses in- 
curred by correspondents in selling ur- 
ban property are paid by 14 companies, 
not paid by 62. One company handles 
its own advertising; a number make ex- 
ceptions. Three companies accept as 
low as 5 percent down payment, 30 re- 
quire 10 percent; six 15 percent; ten 20 
percent, four 25 percent. Interest rate 
ranges between 5 and 6 percent, 32 
companies asking 6 percent and eight 5 
percent. Exceptional cases are decided 
on their merits. The remainder in most 
cases is amortized over ten years at 2 to 
5 percent. 

Thirty-one companies give correspon- 
dents price lists on all properties, 46 do 
not; some have no definite asking price, 
depending on market conditions. Some 
set minimum asking price. In most 
cases the companies consider present 
and possible future market values in 
setting a price, and make careful survey 
with present value a large factor. Four- 
teen companies determine on basis of in- 
vestment, 33 on present market values 
and possible future values. One com- 
— takes five-year market value as a 

uide. 


Property Management Fees 


Fee paid for property management in 
most cities is 5 percent of gross income. 
Only 11 of the companies allow corre- 
spondent a fee of 10 percent of cost of 
improvements and rehabilitation to com- 
Pensate for time and supervision; 57 do 
Not do so, but the rate varies from 5 to 
10 percent in some cases. There are 45 
Companies withholding property from 
the market for possible future profit 
tom sale; 29 do not do so. 

he general trend of companies seems 
to be to discontinue loans on church 
Properties, the consensus on the ques- 
bi of experience being “unsatisfac- 
ory.” Experience of Canadian compa- 
mes appears to be better than in this 
country. All denominations are repre- 


sented in transactions of the A. L. C. 
membership, 


Pt Fisher, 53, assistant superintend- 
diea hoe Prudential at Saginaw, Mich., 
had b ere after 18 months’ illness. He 

een with the Prudential 21 years. 





Special Conference Dates 
Have Now Been Arranged 





ANNUAL RALLY AT CINCINNATI 





Life Office Management Association An- 
nounces Times and Places for 
Its Meetings 





At the winter meeting of the directors 
of the Life Office Management Associa- 
tion in New York City preliminary plans 
for the 1935 annual and special confer- 
ences were drawn up. Executive Secre- 
tary F. L. Rowland has announced that 
the eastern special conference will be 
held at Hotel Roosevelt, New York 
City, April 22-23. Two meetings will be 
held simultaneously. A two-day session 
will be devoted to “Home Office Invest- 
ment (Mortgage Loans) and Property 
Routines.” G. A. Hardwick, vice-presi- 
dent Penn Mutual Life, will serve as 
general chairman. Another session will 
develop the subject, “Home Office and 
Agency Functions in the Handling of 
Claims and Surrenders.” A. F. Jaques, 
administrative supervisor claim depart- 
ment Prudential, is general chairman of 
this session. 

The midwest special conference will 
be held in Kansas City, Mo., May 20-22, 
with headquarters at Hotel Muehlebach. 
Richard Boissard, vice-president Na- 
tional Guardian Life, Madison, Wis., is 
general chairman of the conference. The 
first two days will be devoted to a con- 
sideration of “Home Office Underwrit- 
ing and New Business Activities of 
Small and Medium-Sized Companies.” C. 
L. O’Brien, superintendent underwriting 
department Minnesota Mutual Life, has 
developed the program for this session. 
The third day of this conference will 
consist of addresses and discussions of 
“Collection and Conservation Efforts 
and the Maintaining of Records Inciden- 
tal to Handling Reinstatements, Paying 








Financial Speaker 














GEORGE A. BANGS 


George A. Bangs, president of the 
United Mutual Life of Indianapolis, de- 
livered one of the important addresses 
at the meeting of the Financial Section 
of the American Life Convention in Chi- 
cago last week. He has devoted much 
attention to the municipal bond ques- 
tion and the conclusions that he pre- 
sented on this subject were interesting 
and valuable. 








Commissions on Reinstated Business, 
etc.” L. D. Ramsey, secretary Business 
Men’s Assurance, has prepared the pro- 
gram of this session and will preside 
over the meeting. 
The 1935 annual conference will be 
(CONTINUED ON LAST PAGE) 








pant. 


until next month. 
his assistant. 


And why not? 


him or is absent. 


Independence Square 





“Keeper of the Gate” 


They are not all novices who, not finding their pros- 
pect in, leave his office without contacting the “keeper of 
the gate.” A great total of life insurance is written each 
year by contacting a secretary or other outer office occu- 


Example—from our Harrisburg Agency :— 


The secretary said that her employer was in New York 
The two representatives asked to see 
When he learned that they represented this 
Company he told them he was a policyholder and had two 
sons, working, who he thought were insurance prospects. 
The Agents met him and his sons at luncheon. Three appli- 
cations for $2,000 each were secured—two on the sons who 
were working, and one on a fifteen-year-old son. 


Is the employer the only needer of 
life insurance in the executive circle? 
gressive underwriters make sales that would astonish the 
man who stalks out when either his prospect has rebuffed 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Thousands of ag- 


Philadelphia 




















Pact Prepared by 
Agency Officers 





Seek Signatures to Agreement 
Banning Future Employment 
of Part Timers 


—_—_—__——. 


MAY REDUCE TURNOVER 





“One Case” Men Would Be Outlawed— 
Licenses of Inadequate Producers 
Would Be Canceled 





Member companies of the Association 
of Life Agency Officers are receiving 
this week the result of the labors of the 
committee on agency practices which 
was appointed at the annual meeting last 
fall and to suggest a definite plan of ac- 
tion. Recently the committee conferred 
two days with a committee of the Na- 
tional Association of Life Underwriters. 
The agency officers’ committee was ap- 
pointed in view of the crusade launched 
by President T. M. Riehle in behalf of 
improved field conditions. ‘ 

The plan takes the form of a specific 
agreement, which each member is to 
sign. The committee is following the 
precedent of the association’s commit- 
tee on substitution of business which 
has secured the signatures of almost 
100 companies to its agreement. 


Title of Document 


The document is entitled “Plan for 
Improving Agency Practices—Declara- 
tion of Guiding Principles and Agree- 
ment,” and reads: 

“In order to reduce agency turnover, 
to increase public confidence in life un- 
derwriters and in life insurance, to elim- 
inate obviously unqualified persons en- 
tering the business—all of which would 
result in increasing the flow of quality 
business, and creating improved field 
morale, the following declaration of 
guiding principles is formulated in the 
hope that it will be generally subscribed 
to by those in the life insurance busi- 
ness charged with agency responsibility. 
_“1. An urban center is defined to be a 
city of 50,000 persons or more, accord- 
ing to the 1930 United States census, and 
shall be understood to include certain 
territories within a radius of 10 miles 
(more or less) from the center or boun- 
dary of such cities. Included also shall 
be certain additional natural population 
centers adjoining such urban centers. 

“2. A part-time agent is defined to be 
One who, in addition to selling life in- 
surance, is engaged in work other than 
insurance in any of its branches. 


Ban on Part Timers 


“3. No part-time agents, as defined in 
paragraph 2, will be hereafter employed 
by this company to sell life insurance 
or annuities in urban centers, as defined 
in paragraph 1. 

“4, Part-time agents, as defined in 
paragraph 2, now employed in urban 
centers, as defined in paragraph 1, shall 
be given an opportunity between now 
and Dec. 31, 1935, to decide whether 
they wish to give up their other occu- 
pation or occupations and thereafter, if 
they do not give up such other interests, 
their contracts shall be canceled. 

“5. No contract shall be made with 
or business accepted from the so-called 
‘one case’ man who is not engaged full 
time in the insurance business. 

“6. The production of all newly ap- 
pointed agents shall be reviewed regu- 
larly at the conclusion of the first six 
contract months and those contracts 
shall be canceled where the business sold 
is inadequate in our opinion. 

“7. In addition, we shall review pe- 
riodically the contracts of all agente 

(CONTINUED ON LAST PAGE) 
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4 THE NATIONAL UNDERWRITER 
Colorado Quiz Now Turns on : Hercules Life Gives Account 
the Mutual Benefit Concerns Continuous Sales of National Life U. S. A. Fund RECORDS 





LEGISLATION BEING DRAFTED 





Investigation Prompted by American 
Life Scandal Focuses Attention on 
the Post Mortem Outfits 





DENVER, Feb. 28.—Placing mutual 
benefit companies directly under the 
supervision of the insurance commis- 
sioner will soon be recommended to the 
Colorado senate by its insurance inves- 
tigating committee, it was indicated last 
week. This impression was the result 
of another secret session at which two 
holders of mutual benefit memberships 
were said to have testified, the details 
of the testimony not being made pub- 
lic. 

Senator Ammons, who is sponsoring 
the investigation as a result of the Amer- 
ican Life scandal, pointed out the mutual 
benefits now obtain authority to operate 
from the secretary of state and rarely 
are examined. 

It is expected that changing of laws 
so as to supervise mutual benefits will 
be only a part of the now rapidly pro- 
gressing investigation, since it has been 
indicated that inquiry will be made into 
the . office of Commissioner Jackson 
Cochrane to determine if there has been 
misconduct. A mutual benefit bill has 
already been drafted, and it is probable, 
with a few changes, it will be recom- 
mended to the senate. 


Provisions of Bill 


This law would provide that the com- 
missioner determine the advisability of 
chartering a mutual benefit and also 
supervise its operation; that the firms 
specify exactly the amount of death 
benefit and that these benefits be paid 
within three months; that the company 
be declared insolvent if any claim re- 
mains unpaid, five months after death; 
that a company can not operate if it has 
less than 500 memberships within one. 
year after it has qualified; that no com- 
pany be allowed to merge or consoli- 
date; that officers who handle money 
post $2,500 bond; and that home com- 
panies pay a $50 fee, and foreign com- 
panies, $200. 

The secretary of state reports about 
150 mutual benefits are now operating 
in the state. 

It was reported here last week that 
a suggestion has been made to appoint 
some disinterested individual as general 
manager of the American Life, whose 
officers are under several county grand 
jury indictments as the result of alleged 
fraud when the company was sold in 
May. The appointment would last un- 
til the present litigation is settled. Com- 
missioner Cochrane, it is said, admitted 
he had negotiated with representatives 
of the company regarding this appoint- 
ment, but gave no details. It is reported 
President C. W. Helser of the Amer- 
ican stated the directors have not con- 
sidered the proposed appointment as 


yet. . 

Federal Judge Symes this week dealt 
stiff sentences to two officers of the 
Union Benefit Association of Denver for 
using the mails to defraud. F. H. Jen- 
kins, G. B. Riker and R. R. Moodie, the 
officials, were indicted last fall, and in 
January, a motion to quash was denied 
and a demurrer overruled. 

Jenkins and Riker originally pleaded 
not guilty but changed their pleas to 
guilty. Jenkins was sentenced to a term 
of 15 months in the federal penitentiary 
and Riker was fined $1,000, which he 
paid the next day. Moodie is reported 
to be seriously ill and he was not ar- 
raigned. 

The association was organized under 
the not-for-profit statutes nearly five 
years ago. It was shown the defendants 
converted funds for their own use and 
use in the association. 

At the time of their indictment, there 











A. B. CULBERTSON 


The record of 202 individual applica- 
tions in 138 working days without a 
miss, or an average of about 1.5 appli- 
cations a day, was set in the period 
Sept. 10, 1934, to Feb. 16, 1935, by A. 
B. Culbertson of the Goldsboro Insur- 
ance & Realty Company, Goldsboro, 
N. C., general agent of the Pilot Life 
of Greensboro, N. C. There were no 
group or salary savings cases counted 
in this production. Mr. Culbertson is 
continuing his record, unbroken, of at 
least an application for each working 
day. His formula is, “Get them to feel 
that they are served—not sold.” Before 
becoming a life agent he was a super- 
intendent of schools. On much of his 
business, settlement is secured with ap- 
plication. 

Comments on Methods 


“IT do not talk business constantly, 
but gradually find out the prospect’s 
ideas, his attitudes, his financial condi- 
tion and his social situation,’ Mr. Cul- 
bertson comments. “I do not try to 
sell him anything, but whatever state- 
ment he makes I try to build onto it as 
a basis for getting him interested in 
life insurance. I do not take issue with 
any statement he makes, but try to rea- 
son with him, if necessary. 

“Closing is one of the easiest things 
in the selling business if properly done; 
it is merely a matter of offering to the 
prospect a contract for his approval 
after—and only after—he has come to 
the conclusion that it is an investment. 
In many cases I find it wise to explain 
when a policy is in force, getting at 
least a small advance payment, serving 
to bind the applicant in most cases. I 
do not find it difficult.” 


Passage of the Indiana 
Code Expected This Week 


INDIANAPOLIS, Feb. 28.—The in- 
surance recodification bill has passed 
the house by a vote of 71 to 6 and is 
now in the hands of the senate insur- 
ance committee. It passed the house 
without any material changes from the 
original draft. It will be pushed to 
passage this week if possible, as the 
legislature will probably adjourn next 
week. 











ceiver for the firm and his bond was set 
at $1,000. It was disclosed after the case 
was settled that post office inspectors 
are making examination of mutual bene- 





were about $25,000 in unpaid claims. 
John S. Fabling was appointed re- 


| ing. 





ILLINOIS STATEMENT FILED 
Results Show the Sears-Roebuck Com- 
pany Is Giving Good Account 

of Stewardship 





An annual statement which attracted 
considerable attention was that of the 
Hercules Life of Chicago, which rein- 
sured the business of the National Life, 
U. S. A. This is one of the first state- 
ments filed with the Illinois depart- 
ment which gives particulars of a rein- 
surance, with lien, of the business of a 
large life company which had been in 
receivership over an extended period. 

The Hercules Life on Feb. 8, 1934, 
reinsured the business of the National 
Life, U. S. A. which was placed in re- 
ceivership Oct. 17, 1933. On that date 
the National Life, U. S. A. had insur- 
ance in force to $202,124,000. The Her- 
cules statement shows reinsurance of 
$183,557,062, the difference reflecting the 
automatic reduction of the extended term 
and reduced paid up insurance in force 
of the National Life on date of receiver- 
ship and the amount of insurance of dis- 
senting policyholders, which latter was 
negligible. The automatic extended and 
paid up insurance was reduced 50 per- 
cent under the terms of the reinsurance 
treaty. 


Results Highly Satisfactory 


The statement as filed shows a total 
of $147,063,885 of National Life busi- 
ness in force Dec. 31, 1934. This indi- 
cates that more than 80 percent of the 
business reinsured was still in force a 
date well over a year beyond the date 
of receivership, a most favorable show- 
ing. The results were practically comp- 
arable to those of many of the best com- 
panies functioning in a normal manner, 
which is surprising for the administra- 
tion of a company which had been in 
receivership. The National Life, U. S. 
A. premiums collected by the Hercules 
in 1934 were $3,916,444. 

Out of the National Life fund during 
1934 the Hercules paid all death claims, 
accruing prior and subsequent to the re- 
insurance treaty, amounting to $2,485,000 
and other policy claims of $360,000, fin- 
ishing the year with cash on hand $2,- 
046,511. 

The Hercules own statement shows it 
began business in 1934 with capital of 
$500,000 and a contributed surplus of 
$500,000. As of Dec. 31, 1934, the sur- 
plus stood at $516,094, with all securi- 
ties carried at actual market values. Thé 
company is owned by the large mer- 
chandising house of Sears, Roebuck & 
Co. 


To Decide on Actuaries’ Meeting 


The board of governors of the Ameri- 
can Institute of Actuaries will meet in 
Chicago March 16 and then will decide 
the time and place for the annual meet- 
It is likely that it will be held at 
the Edgewater Beach Hotel, Chicago. 





Iowa Man’s Ordinary Life 
Policy for $2,000 Matures 


CEDAR RAPIDS, IA., Feb. 28. 
—Sam Shafer, 96 year old Cedar 
Rapids resident, has outlived the 
term of an ordinary life policy is- 
sued by the Aetna Life and is now 
in receipt of the proceeds, $2,022, 
representing the face of the policy, 
plus dividends. Mr. Shafer took 
out the policy 63 years ago when 
he was 33 years old. To outlive 
the American Experience mortal- 
ity table is a rare occurrence in 
life insurance annals, as out of 
100,000 persons 10 years old, only 
three are expected to live to 95. 





as 

Detroit—January sales reached a new 
peak, according to B. Thompson 
executive secretary Associated Lif. 
General Agents & Managers. Seve. 
teen agencies writing 40 percent of tot,| 
reported paid business of $9,879,020, ay 
increase of 10 percent over December 
and 22 percent over January, 1934, 

Indianapolis—January sales by 43 oj. 
fices handling 90 percent of total, ip. 
creased $500,000 over  Decembe;. 
Agents delivered 1,962 ordinary policie 
for $5,073,905, an increase of 13.28 per- 
cent in paid business. 

Edward A. Woods Company, Pitt. 
burgh, Equitable Life, N. Y—January 
paid business of over $6,000,000 was 
$1,000,000 in excess of December which 
was considered the best paid business 
month in agency’s history. Agency 
30 days ahead of company quota, ~ 

Guarantee Mutual Life—26 per cen 
ahead of last year in net issued busi 
ness. Total gain first 60 days of 193; 
will be 30 percent. 

E. A. Hasek, Kansas City, Mo., Nation. 
al Life, Vt.—40 percent gain in Jan. 
ary. 

Harley A. Huskey, E. B. Thurman gen- 
eral agency New England Mutual, Chi. 
cago—Leading agent of company in Jap. 
uary in paid premium volume. 


Financial Section of A. L. C. 
Has Press Clipping Bureau 





A press clipping bureau to disseni- 
nate to members information relating 
to securities is to be conducted by the 
Financial Section of the American Life 
Convention. This is made possible by 
the offer presented at the Chicago 
meeting of the section by Harry \. 
Wade, secretary and assistant to the 
president of the United Mutual Life, in 
the name of his company. The United 
Mutual will reproduce selected mate- 
rial sent in by members. A resolution 
accepting the offer was adopted at the 
Chicago meeting. The reproductions 
will be made by the photostat process 
so that in addition to news _ matter, 
charts also will be sent out. 


Two New Members Elected 


Two additional companies have been 
admitted to membership in the Amer- 
can Life Convention, the Monarch Life 
of Springfield, Mass., and the Service 
Life of Omaha. Clyde W. Young % 
president of the Monarch, which was or- 
ganized in 1926, and besides life insur 
ance does a large accident and _ health 
business in many states. John A. Far- 
ber is president of the Service Life, 
which was formed in 1923 and writes 
ordinary life insurance. 


Oppose Elective Measure 


BOSTON, Feb. 28.—The bill mak 
ing the position of commissioner of i0- 
surance elective rather than an appoil- 
tive office was strenuously opposed be 
fore the insurance committee by for 
mer Commissioner W. E. Monk, cout 


sel Massachusetts Mutual Life, and 
others. 
Keisker Joins “Field” Staff 


F. W. Keisker of Louisville has joined 
the staff of the “Insurance Field” % 
associate editor. He was formerly ’ 
representative of the Equitable Life ol 
New York in the Louisville-Cincinnél 
agency of H. J. Powell. He served % 
secretary of the Falls Cities Associatio 
of Equitable Life Underwriters. 


Gonzales Succeeds Aguilar 
DENVER, Feb. 28.—The report hert 
is that a man named Gonzales has bees 
appointed insurance commissioner 0 
New Mexico succeeding Alphons 











fits that appear to be operating in the 
same manner as was the Union Benefit. 





Aguilar. His identity is not know" 
here. 
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Hearings Are Started on the 
Arkansas Insurance Code 





OMIT FRATERNALS FROM TAX 





Life Insurance Interests Are Generally 
Favorable to Proposed Revi- 
vision of Laws 





LITTLE ROCK, Feb. 28.—The hear- 
ing on the insurance recodification bill 
has again been postponed. : 

The senate insurance committee 
adopted an amendment to exempt fra- 
ternal societies from premium taxation 
under the recodification of insurance 
laws proposed in the bill. 

A number of other amendments were 
proposed by Commissioner U. A. Gentry 
but the committee deferred action until 
a later date. ; 

Maj. M. J. Harrison, former insur- 
ance commissioner, said the fraternals 
were not satisfied with the amendment 
exempting them from taxation and of- 
fered a number of other amendments, 
which the committee filed for action. 


Life People Approve 


Howard Conley, Little Rock, repre- 
senting the Life Presidents Association, 
and member of the special committee 
that drafted the bill, told the committee 
it was patterned after the model insur- 
ance code of the American Bar Asso- 
ciation. J 

Herbert L. Thomas of the Pyramid 
Life, Little Rock, said he favored the 
bill. 

Mr. Gentry explained the bill had been 
drafted by a committee composed of 
Verne McMillan, ex-Senator Robert 
Bailey, Howard Convey, Pinchback 
Taylor of Pine Bluff, Allan Kennedy of 
Fort Smith, Senators Shaver and Ash- 
ley and Representatives Ben Carter, 
John Rye and John Butt. : 

Tom Poe, attorney, declared the bill 
was “all wrong” and charged that “spe- 
cial interests” were always represented 
when such bills were drawn. Senator 
Shaver challenged the declaration and 
after a discussion assented to a number 
of minor legal changes suggested by 


oe. 

The Fagan bill was reported favor- 
ably by the committee over the objec- 
tions of Will G. Akers, lawyer repre- 
senting the Arkansas Bankers Associa- 
tion. The bill would prohibit banks in 
cities of more than 5,000 population from 
engaging in real estate and insurance 
business but would exempt banks al- 
ready engaged in such activities. 


Requirements Are Burdensome 


This being annual statement time, 
attention is directed to the fact that 
seven states still require the entries to 
be made in original longhand. These 
are Illinois, Pennsylvania, Massachu- 
setts, Ohio, Rhode Island, Connecticut 
and New York. 

Many of the companies for several 
years have been using the planograph 
method’ with which it is necessary only 
to complete one report, either in long- 
hand or by typewriter. Then the neces- 
Sary additional copies for the various 
States are reproduced. 

It is estimated that to make the en- 
tries on an annual statement, the time 
of one man for at least a day and a half 
is required. Thus, to make up the 
eight statements in original longhand 
requires the time of one man for at 
east two weeks. 
rhe point is made that error is more 
likely to occur where the entries are 
individually made for each state. Al- 
though the reports are checked, the 
chance of error always exists, and er- 
rors are frequently found in annual 
Statements. Where only one copy is 
made or where the entries are made in 
only one statement and reproductions 
are made through the planograph 
method, then extreme care is taken in 
checking the figures in the one report. 











List Leading Producers 


General Agencies, States 
































Union Central Life: Producers: (1) 
Herman Stark, New York, $1,323,907; (2) 
G. B, Hollister, Cincinnati, $1,286,035; (3) 
Sid Marean, Cincinnati, $1,091,714; (4) G. 
K. Barnes, Cincinnati, $1,077,653; (5) Il. 
A. Rosen, New York, $1,057,180; (6) J. 
C. Sebastian, Cincinnati, $1,055,194; (7) 
M. C. Kramer, Dallas, $1,049,878; (8) S. 
Hoffman, Cincinnati, $1,007,635; (9) A. 
W. Tell, Denver, $818,053; (10) Hamilton 
Lee, Dallas, $816.015.....Agencies: (1) 
Chas. B. Knight, New York, $29,323,298; 
(2) J. P. Devine, Cincinnati, $14,697,177; 
(3) H. A. Zischke, Chicago, $8,014,480; 
(4) T. H. Daniel, Atlanta, Ga., $6,186,929; 
(5) J. C. Benson, Kansas City, $4,808,043; 
(6) B. A. Widermann, San Antonio, Tex., 
$4,483,510; (7) J. M. Woodhouse, Boston, 
$4,403,739; (8) W. L. McPheeters, Cleve- 
land, $4,010,286; (9) Lee & Lee, Dallas, 
$3,954,272; (10) R. T. Baker, Dayton, O., 
$3,918,584.....States: (1) New York, $28,- 
439,147; (2) Ohio, $23,183,941; (3) Illinois, 
$11,697,180; (4) Texas, $9,842,110; (5) 
Georgia, $5,892,373; (6) Massachusetts, 
$5,781,160; (7) Pennsylvania, $5,648,389; 
(8) California, $4,779,773; (9) New Jer- 
sey, $4,119,287; (10) Minnesota, $4,022,- 
064. 


West Coast Life: Producers: (1) L. 
Coffman, Dallas, $205,000; (2) W. L. 
Hardy, Watsonville, Cal., $156,394; (3 
J. E. Sweatt, Reno, Nev., $146,590..... 
Agencies: (1). San Joaquin, Stockton, 
Cal., $480,000; (2) Los Angeles, $576,771; 
(3) East Bay So. Coast, Oakland, Cal., 
$537,120.....States: (1) California, $5,- 
186,303; (2) Washington, $1,947,574; (3) 
Texas, $1,455,874. 

*x* * * 


In listing the leaders of the Federal 
Life the leading producers should have 
been in the following order: (1) W. C. 
Hardgrove, (2) H. C. McCann, and (3) 
E. L. Poindexter. 








Vice-President Hunter Is 
Honored by Phoenix Forces 





The members of the Phoenix Mutual 
Life field force staged a special sales 
campaign Jan. 28 to Feb. 20 in honor 
of Vice-president and Agency Manager 
D. G. Hunter who_completed his 20th 
year with the company on Feb. 23. He 
was informed of the results at a dinner, 
the first he knew anything of the event. 

Total submitted business for the 20 
day period amounted to 1,803 applica- 
tions for $6,593,400 with every one of 
the 44 agencies represented. Approxi- 
mately 60 percent of the business was 
on a prepaid basis. 

C. W. Welles, manager of the Inter- 
state Agency at Hartford, was chairman 
of the committee that organized the cam- 
paign. He was assisted by the follow- 
ing managers: C. H. Blair, Pittsburgh; 
B. S. Blanton of Charlotte, N. C.; E. J. 
Burkley, St. Louis; R. A. Judd, Chi- 
cago; H. N. Kuesel, New York; C. W. 
Peterson, San Francisco, and E. H. May, 
supervisor of the home office agency. 


Committee Seeks Suggestions 


As chairman of the committee on 
blanks of the National Convention of 
Insurance Commissioners, W. A. Rob- 
inson of the Ohio department of insur- 
ance has addressed commissioners, 
committees and others interested in 
changing annual statement blank re- 
quirements, asking them to submit their 
suggestions to him not later than 
March 15, in order they may be given 
proper consideration. C. C. Dubuar, 
actuary of the New York department, 
is secretary of the committee. 


Spokane Managers Elect 


W. R. Giblett, Metropolitan Life, has 
been elected president of the General 
Agents & Managers Club of Spokane, 
Wash. Arthur Smith, Sun Life of 
Canada, is vice-president; J. K. Cor- 
kery, New World Life, secretary-treas- 
urer; J. I. McKnelly, New York Life; 
Clair Crisp, Travelers; J. A. Bronson, 
Fidelity Mutual Life; and Eugene F. 
Burke, Bankers Life of Iowa, members 


: of executive committee. 
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Bills—Bills—Bills 


Confronted with a pile of 
bills at the beginning of 
each month, a man is 
likely to wonder how 
those bills would be paid 
if he were not around with 
a check book or a wallet. 


That is where Field-Men 
can help. They can show 
prospective clients how 
apractical Program of Life 
Insurance may be made 


toincludea family income 
that will take care of bills. 


The Metropolitan's 
March* advertisement so- 
licits the earnest thought 
of the reader on this 
subject. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
ONE MADISON AVE., NEW YORK, N. Y. 
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Stresses Absence of Liens 
on Abraham Lincoln Life 


—— 


TAKEN BY ILLINOIS BANKERS 





Assumption Certificates Sent to Policy- 
holders of Springfield Company— 
Officials Confer With Agents 





In sending assumption certificates to 
policyholders ‘of the Abraham Lincoln 
Life of Springfield, Ill., the Illinois 
Bankers Life of Monmouth, IIl., is en- 
closing a statement by Insurance Di- 
rector Palmer of Illinois. The Illinois 
Bankers has reinsured business of the 
Abraham Lincoln without lien. 

“In view of the number of reinsur- 
ances in recent ‘years where certain 
liens and restrictions have ben placed 
on policies of the company taken over,” 
Mr. Palmer stated, “we are particularly 
pleased to be able to inform you that 
the Illinois Bankers has assumed and 
is in a position to assume the obliga- 
tions of the Abraham Lincoln Life 
without any such liens or restrictions. 

“All premiums on the Abraham Lin- 
coln Life policies should be paid direct 
to the Illinois Bankers Life at the of- 
fice of the company in Springfield. We 
further suggest to policyholders, for 
your own protection, that you scrutin- 
ize very carefully any effort made by 
companies, to induce you at this time 
to allow your insurance in the Abra- 
ham Lincoln to lapse or to make any 
change in your present status without 
being fully advised.” 

Hold Meetings with Agents 


A series of three meetings with 
Abraham Lincoln agents throughout 
the central west was concluded this 
week with a gathering in Chicago at- 
tended by 50 producers from northern 
Illinois territory, Toledo, Indianapolis, 





Gary and other points, and also by a 
large delegation of officials from the 
two companies. A meeting was held 
in Cleveland the previous day, attended 
by agents from all the Ohio territory, 
and last week there was another ses- 
sion at Springfield, Ill., for southern 
Illinois and Missouri territory, and a 
part of Iowa. 

The official contingent consisted of 
Hugh T. Martin, general counsel; E. 
H. Henning, vice-president; M. W. 
Hulsey, agency director; O. F. Davis, 
assistant agency director, formerly 
agency director of the Abraham Lin- 
coln; Karl Korrady; A. W. Barnes, ad- 
vertising manager, and G. W. Swisher, 
supervisor accident and health depart- 
ment, 

Explain Policy Setup 

The purpose was to contact the 
agents, explain that their old contracts 
were being assumed without change, 
go over the setup of policy contracts, 
etc. All new life policies written will 
be those of the Illinois Bankers, which 
will apply as well to any changes in 
form asked by Abraham Lincoln pol- 
icyholders. There will, otherwise, be 
no rewriting of policies of the latter 
company. 

New life business will be handled 
from Monmouth. The accident and 
health setup of the Abraham Lincoln 
will be employed, this business to be 
conducted from Springfield. In time 
when home _ office accommodations 
have been arranged, all the business 
will be conducted from Monmouth. 


Charter Has Been Amendedd 


Charter of the Illinois Bankers has 
been amended to permit writing acci- 
dent and health. Mr. Davis remains at 
Springfield, as does Dr. J. R. Neal, 
who continues as A. & H. underwriter, 
and Mr. Swisher. There also will be 
junior officials assigned to Springfield. 
Home office personnel of the Abraham 
Lincoln will be retained intact for some 
time. 

An advertising 


campaign _ setting 





forth that no liens, restrictions or other 
impairments of Abraham Lincoln pol- 
icies are ‘being imposed by the Illinois 
Bankers, but the contracts will be dis- 
charged in full, is being conducted in 
all territory where the company op- 
erated, 

The Illinois Bankers has applied for 
admission to Michigan and Ohio, which 
if granted will make 16 states and the 
District of Columbia in which it op- 
erates. This includes a number of 
states in which the Abraham Lincoln 
operated. 


Berkshire Life Is Closing 
Two Small General Agencies 








PITTSFIELD, MASS., Feb. 28— 
The Berkshire Life is consolidating 
some of its collection departments in 
the middle west and is closing two of 
its. smaller general agencies, Kansas 
City, Mo., and Davenport, Ia. Collec- 
tions and sales for the territory served 
by the Kansas City office will be han- 
dled at St. Louis, and for the Daven- 
port territory at Des Moines. 

Not all details in connection with the 
changes have been completed, but prob- 
ably will be announced within the next 
two weeks. 


S. D. Would Outlaw Ratings 


A bill to prohibit “comparative rat- 
ings” of insurance companies has been 
introduced in the lower house of the 
South Dakota legislature. Similar legis- 
lation is being considered in a number 
of other states this season. 


Would Survey the Laws 
A bill providing for the appointment 
of six citizens to study the insurance 
laws of South Carolina with a view of 


bringing about their clarification has | 


been advanced by the South Carolina 
house. The committee would be ex- 
pected to repert next year. 





Country Life Field Force 
Holds Annual Convention 


More than 500 general agents, dis. 
trict managers and agents attended the 
annual gathering of the Country Life 
of Chicago held in Springfield, Ill. Gen. 
eral Manager L. A. Williams announced 
that the company, which is only gx 
years old, has $67,500,000 in force, the 
1934 gain being 22 percent. The agents 
pledged 1935 production to put the com. 
pany over the $100,000,000 mark jn 
force by 1936. A number of talks and 
round table discussions were given by 
general agents. Vice-president Talmage 
Defrees_ spoke on “Farmer Buying 
Power in 1935,” folowed by Donald 
Kirkpatrick, legal counsel, on “Produc. 
tion for Use at a Profit.” 

An excellent address was given by 
A. R. Jaqua, editor of the Diamond Life 
Bulletins. The meeting was called to 
order by Dave Mieher, field representa- 
tive, who introduced Mr, Williams, key. 
note speaker. Messrs Mieher and Wil- 
her and Williams spoke over the radio 
from a_ Springfield station during the 
convention. 


Form Denver C. L. U. Chapter 


Organization of a Denver chapter of 
the Chartered Life Underwriters has 
been completed. There are nine charter 
members, and officers elected include: 
Curt A. Schroeder, Northwestern Mu- 
tual, president; William S. Cooley, Pa- 
cific Mutual, vice-president; and Edward 
W. Melville, Aetna Life, secretary. 
Other members are Glen McTaggart, 
Cecil K. Dean, C. E. Eddleblute, George 
N. Quiglety, Jr., George S. Perrin and 
Paul W. Hepp. 


Holcombe Boston ‘Speaker 


The Boston General Agents & Man- 
agers Round Table was addressed by 
John M. Holcombe, Jr., Life Insurance 
Sales Research Bureau, and adopted a 
constitution and by-laws. 














$1,105,688 imcrease by 

the Canada Life in new paid 

for life insurance including 
revivals, makes a total of 
$53,793,650 for 1934. 





$2,846,589 increase in new annuity 


considerations was made in 1934, the 


total being $12,257,820. 





of the Canada Life Assurance Company 


The Company’s already large holdings of Government, Government 


Guaranteed and Municipal Bonds were increased from a total 
of $67,509,801 to $83,366,107 and the distribution of 
assets is as follows: 


Basic Facts of Strong Position 


In keeping with the 

conservative practice of the 

Canada Life, interest earn- 

ings shown in the Company's 
Statement again exclude any ar- 
rears or accrued interest on bonds in 


_ default and the mortgage revenue account 
is once again made up on a strictly cash 
collection basis. 








$3,167,445 increase in income from all sources is 
reported, giving a total of $51,609,508 for 1934. 





$15,559,228 increase brought the total assets of 
the Canada Life to $242,066,459. 





$25,785,318 was paid out by the Canada Life 
during 1934 under contracts issued to policyhold- 
ers and annuitants. Of this sum, $17,784,047 was 
paid to living policyholders. 





$131,827,565 was disbursed by the Canada Life in 
the five years of the depression under contracts 
issued to policyholders and annuitants, an amount 
greater than half its present assets. During the 
same period the assets increased by over 
$68,000,000. 





60% increase in policy loan collections in Canada 
and United States was shown over the previous 
year, the total collections amounting to over 
$2,250,000. 


Leighton McCarthy, K. C., President 
E. R. Wood, LL.D., Vice-President 





As at December 31, 1934 
% of total 


ledger assets 
Cash, Government and Municipal Bonds 





(Canada, United States and Great 
PARMED hicks Sobaeh 5-6’: mentees oe 36.54 
Other Government Bonds.............. 38 
PUB Ro BOIOB 3 e se eescccses 12.97 
pe SS el 95 
Other Corporation Bonds.............. 3.50 
Soy ae a 1.78 

Stocks of Canadian Banks and Trust 
AN Sea 5 ie vc cc c0lseece niece 1,34 
Other Common Stocks................ 17 
| SEA eee 22.80 
eee OS eee eee 14.15 

Real Estate (Including Company’s 
TREE) oR ws sce cc cok secs caee 5.42 
100.00 


Canada Life 


Assurance Company 
Established 1847 


46 YEARS IN THE UNITED STATES 














The Canada Life comes under the supervision and 
strict insurance laws of the various States in which 
it operates, The Securities held for the benefit of 
American policyholders are approved by these 
States. The Canada Life is one of the relatively 
few companies licensed under the very stringent 
insurance laws of New York State. 





This Company holds on deposit in trust, with 
trustees in the United States, assets in excess of 
the reserves required to cover all liabilities to 
United States policyholders and beneficiaries. 





The Canada Life follows the principle that safety 
is the first essential factor to be considered by 4 
life insurance company which has a true am 
proper regard for the interests of its policyholders. 


Herbert C. Cox, Chairman of the Board 
A. N. Mitchell, Vice-President and General Manager 
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New Book Out 











MILTON L. WOODWARD 


“The executive who tries to work 
without a plan eventually finds himself 
working for a man with one.” So says 
Milton L. Woodward, general agent for 
the Northwestern Mutual at Detroit, in 
his 40-page book recently published, 
“The Highway to Success.” Another 
phrase: “The man who neglects trying 
to sell every day soon finds he cannot 
sell any day.” 

This book is the story of wkat Mil- 
ton Woodward has learned about the 
selling of life insurance during the past 
22 years as an agent and as a general 
agent. It is an excellent work to give to 
prospective agents, because they will 
scent the fun—and money—that “Milt” 
Woodward has had and almost uncon- 
sciously will absorb the philosophy the 
author mentions in the last paragraph: 
“Remember that the life insurance con- 
tract delivers the goods, not part of the 
a or most of the time, but all of the 
ime.” 

The book is published by the “Dia- 
mond Life Bulletins” of THE NATIONAL 
UnpverwriTer. In his foreword, Editor 
Abner Thorp says: “Mr. Woodward’s 
creed is: ‘Take care of your clients and 
your clients will take care of you.’ As 
an agent, producing $1,000,000 a year, 
about half of which came from old pol- 
icyholders, Mr. Woodward earned the 
teputation of giving instant, unlimited 
and impartial service. He is one of the 
most beloved and respected men in the 
life insurance business.” 

o many friends of Mr. Woodward 
have asked for autographed copies that 
the “Diamond Life Bulletins” have sent 
shipments to Detroit for Mr. Woodward 
to sign and mail to buyers. The book 
sells for $1. 


Legislation South Bend Topic 


At a meeting of the South Bend 
(Ind.) Managers’ Association, John 
Rich, Metropolitan Life, outlined pro- 
Posed legislation in the Indiana legis- 
ature. He talked particularly on the 


recodification bill, which has passed the 
Ouse, 





Holderness, Rice in South 


Pe M. Holderness, vice-president in 
M ge of agencies of the Connecticut 

utual Life, and H. I. B. Rice, vice- 
President and actuary are making an 
extended tour of the southern territory. 


Los Angeles Actuaries Meet 


At the Los Angeles Club of Ac- 
erie & Underwriters bi-monthly din- 
il wig Clarence Tookey, Occi- 
:- . Life, talked on the Townsend 
a ae gps He showed that the plan 
cidental Y amsound. E. S. Jensen, Oc- 
_ Life, discussed the salary de- 

‘on plan, its actuarial basis and 








his company’s favorable experience in 
its sale. Hann, actuary Pacific 
Mutual Life, reported his company’s ex- 
perience with salary deduction had 
been rather unsatisfactory. The next 
meeting will be held April 16. 


Perkins Augusta Manager 
A. R. Perkins, Jr., who has been con- 
nected with the home office of the Jef- 
ferson Standard Life for some time, 
has been appointed agency manager at 


Augusta, Ga. He is a son of the 
agency manager of the Jefferson 
Standard. 


J. M. Olivier with National 


The National Life of Vermont has 
appointed J. Mulford Olivier as general 
agent in western Massachusetts with 
headquarters at 32 Harrison avenue, 
Springfield. W. A. Fletcher, Jr., re- 
signed at the close of the year to give 
his attention to his personal clientele. 
Mr. Olivier comes from Manchester, 
N. H 


Regional Meet in Chicago 


The Chicago and Rockford, IIl., 
agencies of the Franklin Life held a 
joint regional meeting in Chicago. 
There were 35 in attendance. Home of- 





fice speakers were A. O. Merriam, in- 
vestment vice-president, and _ Rollin 
Young, vice-president in charge of 
agencies. F. J. Budinger, Chicago gen- 
eral agent, was chairman. 


Loss of Fingers Not Loss of Hand 


The Kentucky court of appeals has 
denied to an assured in the Brotherhood 
of Railroad Trainmen the. principal 
amount of his certificate under the dis- 
ability benefit, because of the loss of all 
of the fingers of his left hand. The pol- 
icy provides for total and permanent 
disability benefits, among other circum- 
stances, where there is amputation or 
severance of an entire hand at or above 
the wrist joint. The assured was Wil- 
kins, who was a brakeman, The lan- 
guage used in the policy is plain and un- 
ambiguous and Wilkins cannot collect, 
the court held. 


Eureka-Maryland Rally 


T. J. Mohan, field manager Eureka- 
Maryland Assurance, spoke at a rally 
of Virginia agents of the company in 
Richmond. He told of the improve- 
ment in business conditions. Other 
home office men present were Presi- 
dent J. N. Warfield and Paul Kruger, 
division manager. 








Five of Founders Still 
Are Active in Company 











The National Life & Accident of 
Nashville has a remarkable record in 
that the five founders of the company 
are still connected with it in an active 
way. They constitute the five senior 
officers. The company was started Jan. 
1, 1902. C. A. Craig, who was president 
until 1932, when he became chairman of 
the board, started as its president and 
has given all his time to the company 
ever since. W. R. Wills, the present 
president, prior to 1932 was connected 
with the Tennessee insurance depart- 
ment; C. R. Clements, executive vice- 
president, is one of the founders. T. J. 
Tyne, vice-president and general coun- 
sel, and Dr. R. E. Fort, vice-president 
and medical director, are the other men 
associated with the group in establishing 
the company. 

The National Life & Accident is one 
of the outstanding companies of the 
country. It has been successful from the 
start, it is well and harmoniously man- 
aged and it has built up a magnificent 
organization. 


The Pilot Life of Greensboro, N. C., has 
t been licensed in Kentucky. 
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FORTY YEARS 


Payments to policyholders and ‘beneficiaries dur- 
ing 1934 totaled over $7,300,000. 


Dividends of over $700,000 were paid by the com- 
pany in the year to the holders of participating 


The State Life Insurance Co. 


INDIANAPOLIS, INDIANA 


1894 x Purely Mutual * 1935 
Fortieth Annual Statement 


DECEMBER 31, 1934 


Resources 


Cain ta Te Stn IOs og os oc cign nc cccusearccasedcanenuscaveadeerees $ 820,663.63 
United States Government securities and bonds fully guaranteed by the 

Wr I ob nc kere cee nescnwccnedonecdetededsdacsesksag danse 1,197,376.89 
CNG ow cbc ccccewauhsncicscctacarareunedakececetaduaseas 418,095.63 
First mortgage loans: 

ANNU Sc ou wedi ceduddexe toéedeceaaneewelccectadacdtacasd ed 4,122,113.34 

ONO G OME o< ccicrccacle coccctucdiccacuedaccavcdadvaddgceesetaauvunes 15,521,122.12 
WGNOG HOMME ais coo oe koe cs cacdedacdaccstecdequcdsscavdadaguaeduacgas 16,093,512.30 
RM CMI bi orice 6 0 5b hn csic dk cedencabuswemsebel ddseeenasaveaaeseane 8,423,152.14 
Balance from real estate sold under contractS.............ceeceeecees 309,930.77 
PPVGRIARIIIE, GRE GUAR GTORT ODS oo. 6:86 cc occcwccccdensdenccctcscsusaceeeee 1,015,000.89 
TeGHOSE CUS GE GOUNUOOS < o%a655 0 ck itn cn vcdadeunvesaeec¥e beuuedyaes 1,742,357.45 
CORN Gi GN alae ch asic ant scds tie snne sks daacceabuseceatdaguanaacuueun 132,123.30 

"Wo GANNON GON a ok 6g se cicdneecvcdedetees ase ceceecdwesetses $49,795,448.46 

Liabilities 

Reserve on life and endowment policies.............e-eeeeeeeeeeeeees $42,268,776.04 
Reserve for disability and double indemnity benefits.................. 2,673,914.85 
Reserve for installment payments, policy proceeds left with the com- 

pany, and annuities. ......cccccccccccccccccccccccccsccccccsceces 1,267,796.00 
Weare TOG MANION 6. o cee wo sc ccccdeccccdewtwedecdinnteeseededecicees 752,449.67 
Premiums and interest paid in advance...........2-.ceeeeecesececees 415,018.77 
Death claims due and unpaid............ccccecccccccccccccccccccees NONE 
Death and disability claims reported—Proofs not completed........... 200,163.98 
Reserve for death and disability claims not reported.................- 163,282.78 
Reserve for taxes payable in 1985. .......60.cccccscccccccccccccccces 122,000.00 
Current commissions and accounts accrued...........ceeeeeecseeceees 93,877.78 
Teeaeeee for air GOee TAM eie 66 6 odd enciccice ccsecceucecéccequehine 63,572.03 
SRE IE TOME occ cwete recs ce wdeaensctdesencscass cususwiccccbaudesenue 1,774,596.56 

pC Ss ee rer ee A Ne a ee ne eee eT $49,795,448.46 


Forty years of dependable performance and the facts set forth in the fortieth annual statement are con- 
vincing evidence of the strength, security and progress of The State Life Insurance Company of Indiana. 


OF DEPENDABLE SERVICE 


Over $100,000,000 has been paid to policyholders and their 
beneficiaries by The State Life Insurance Company of 
Indiana, from date of organization, September 5, 1894 
Cash income of the company in 1934 exceeded cash 
requirements by more than $1,080,000. 


The bond account of the company was increased 
more than $1,000,000 during the year by addition 
of U. S. Government obligations. 


* 
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After Five Years of Depression 


STRONGER 
THAN EVER! 


From the five years of depression 
— 1930-1934 — the Provident 
emerges stronger than ever. 
Note this evidence of the growth 
and increased stability attained 
during this period:— 


No borrowed money from any source 
at any time. 


153.6 per cent increase in bond hold- 
ings. 


Liquid position best in Company's 
history. 


$14,179,314.17 returned to policyhold- 
ers in benefits. 


Capital stock remained intact. 
20 per cent increase in Surplus. 


36.5 per cent decrease in first mort- 
gages. 


127.1 per cent increase in Contingency 
reserve, 


$26,000,000.00 more Life Insurance in 
force than at the end of 1929—a 
gain of 59.1 per cent. 


31.4 per cent increase in Assets, and 
now the largest in Company's history. 


Under same management for 47 years 
and managed by men who have de- 
voted their entire lives and time ex- 
clusively to the Company. No inter- 
locking ownership of stock with any 
other company. 





RATIO OF ASSETS TO LIABILITIES 
139%, 





THE PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE CO. 


CHATTANOOGA, TENNESSEE 














AS SEEN FROM NEW YORK 





“40? IS A MAGIC NUMBER 


The number ‘40” is likely soon to 
become synonomous with the new 
downtown New York City agency of 
the Prudential, of which Gerald A. Eu- 
bank recently became manager. He 
opened that agency when Johnson & 
Higgins gave up its Prudential general 
agency, which Mr. Eubank had been 
running as head of the J. & H. life 
department. 

The new office, into which the agency 
moved last week, is on the 40th floor 
of 40 Wall street and the telephone 
number is Digby 4-0040. However, a 
direct connection is being maintained 
with the Johnson & Higgins switch- 
board so that anyone not familiar with 
the new number can still reach Mr. 
Eubank’s_ office through Whitehall 
4-3160. A housewarming is being 
planned for early in March, the date of 
which will be announced shortly. 


INTEREST MAY BE DEDUCTED 


Policyholders who have borrowed on 
their life insurance will have the small 
but measurable consolation of being 
able to deduct from their gross income 
any interest they paid in 1934 when 
making up their 1935 federal income 
tax returns. The Bureau of Internal 
Revenue has called attention to the 
fact that such interest may be deducted, 
unless the loan was used to purchase 
tax-exempt obligations other than cer- 
tain issues of government bonds. How- 
ever, the possibility that any policy- 


By R. B. MITCHELL 





holder borrowed on his policy to invest 
in tax-exempt securities is probably re- 
mote. 

The federal income tax saving due to 
remembering to deduct interest on a 
policy loan is a minute fraction of the 
loan involved. On a_ $1,000 loan it 
would amount to only $2.40 per year 
in the lower income brackets, figuring 
interest on the loan at 6 percent. At 
the same time, to the man who has 
been brought to borrowing on his life 
insurance, $2.40 is not a sum to be 
tossed lightly away when it can be 
saved by a few strokes of the pen. 


* * * 
MANAGERS REELECT ALLEN 


E. W. Allen of Allen & Schmidt, gen- 
eral agents New England Mutual Life, 
was reelected president of the New 
York City Life Managers Association. 
Harry Gardiner, John Hancock Mutual, 
was elected vice-president succeeding 
L. A. Cerf, Jr., Fidelity Mutual. W. E. 
Barton, president C. B. Knight agency 
Union Central, succeeds W. J. Duns- 
more, Equitable of New York, as secre- 
tary. 

In view of the recent submission to 
member companies of the Life Agency 
Officers Association of a proposed 
agreement on better selection of agents 
and the elimination of part time agents 
in urban territories and unfit agents 
generally, action was indefinitely post- 
poned on the adoption of a similar plan 
by the managers organization. 








Program of Cincinnati Sales 


Congress Mar. 12 Announced 


G. W. Johnson, chairman of the pro- 
gram committee of the Cincinati Life 
Underwriters Association, has  an- 
nounced the program for the one day 
sales congress March 12. The progrant 
will open with a welcoming address by 
C. T. Williams, president of the asoci- 
ation. He will be followed by C. Vivian 
Anderson, past president of the Na- 
tional association, G. W. Isgrig, Guar- 
dian Life, Cincinnati, will talk on “A 
Million Objections.” Leon Gilbert Si- 
mon of New York will speak on “Busi- 
ness Insurance.” Other speakers will 
be Superintendent G. S. Van Schaick of 
New York, who will talk over the long 
distance telephone; Superintendent R. L. 





‘Bowen of Ohio, who will speak at the 


luncheon; Stanley Dickinson, Hartford, 
Conn., and John L. Shuff, Union Cen- 
tral, director and past president of the 
National association, will introduce T, M. 
Riehle, president of the National associ- 
ation, who wil speak on “Your Place in 
Business Recovery.” 





State Life Insurance Fund 
Is Proposed for California 





A proposal has been introduced in 
the California legislature to create a 
state fund for writing life insurance, with 
an initial appropriation by the state ot 
$1,000,000. There is also a revival of a 
measure similar to the Robertson law 
in Texas, with gross premium tax based 
on the percentage of assets invested in 
California. There are 11 old age pension 
bills in the assembly and two in the 
senate. It is believed that there will 
undoubtedly be some additional form of 
health insurance legislation enacted. 
Four such bills are in the assembly and 
three in the senate. 


Bankers Life Sets 1935 Quota 


The Bankers Life of Des Moines has 
set $80,000,000 as its quota of business. 
in 1935. This is $20,000,000 more tlfan 
was fixed for 1934. More than 50 agency 
managers were in attendance at the an- 
nual meeting at the home office. Among 
the speakers were President G. S. Nol- 





len; Vice-president W. W. Jaeger, O. B. 
Jackman, director of agencies; W. F. 
Winterble, superintendent of agencies. 
B. N. Mills, secretary, and E. E. Mc. 
Conney, vice-president and actuary, 
General Agents W. A. Scroggs of Den- 
ver, Colo., and W. A. Crowder, Salt 
Lake City, en route by plane, respect- 
ively were grounded by snowstorms, 


Insurance Men Fete Curley 


About 800 insurance men turned out 
for the dinner at Boston in honor of 
Governor J..M. Curley. The main ad- 
dress was given by the governor. Then 
there were brief remarks by President 
T. J. Falvey of the Massachusetts Bond- 
ing, S. Bruce Black, president Liberty 
Mutual, R. G. Hinkley, president New 
England Insurance Exchange, C. E. 
Hodges, president American Mutual 
Liability, W. A. Muller, president Dor- 
chester Mutual Fire, Clarence C. Wyatt, 
John Hancock Mutual Life, E. C. Stone, 
U. S. manager of the Employers Liabil- 
ity. 


Farmers & Bankers Exhibit 


The Farmers & Bankers Life of Wich- 
ita, Kan., in its new annual statement 
shows assets $10,191,712. It has cash 
$238,934, government. bonds over $1,- 
000,000, HOLC bonds $108,737, other 
public government bonds $1,544,671. 
Capital and surplus is $650,000. The 
company has in force $49,907,288. The 
president of the Farmers & Bankers, H. 
K. Lindsley, is president of the Ameri- 
can Life Convention. The Farmers & 
Bankers has a well diversified portfolio 
and is one of the forward looking com- 
panies. 


Melville with the Continental 


Claude Melville has been appointed St. 
Louis general agent of the Continental 
Assurance of Chicago and has entered 
upon his duties. His headquarters are 
in the Boatmen’s Bank building. In re- 
cent years Mr. Melville has been the 
general insurance business. From 1914 
to 1930 he served as general agent for 
the St. Louis Mutual Life. Prior to en- 
tering life insurance in 1914 he was i 
the postal service. 


Tighten Up on Outlaws 


A tighter grip on outlaw companies 
is being sought in New Jersey and Mit- 
nesota. There is a measure in New Jet- 
sey providing that all non-profit associa- 
tions be subject to insurance regulations. 
The Minnesota bill has been recom 
mended for passage by the senate i- 
surance committee. 


Union Central Raises Limits 


The Union Central Life is prepared to 
issue its multiple protection policy t0 
higher age limits. The 20 year form 
will be issued to age 50, 15 year form to 
age 55 and ten year form to age 60. The 
limit before was five years lower in each 
case. The change was made necessary 
by large demand for this contract. 


a—, 








FIGURES FROM DECEMBER 31, 1934 STATEMENTS 








Change Prem, Total Benefits Total 
Total Changein Surplusto Fluc. New Bus. Ins. in Force in Ins. Income Income Paid Disburs. 

Assets Assets Policyholders Res. 1934 Dec. 31,1934 In Force = = — se 
$ ' 
Amer. Citizens,.... 160,942 +ig.ns 12,484 es 406,481 1,266,725 +340,544 29,718 36,708 2,980 26,161 
Bankers L., Neb. 39,961,766 —254,843 3,515,150 1,500,000 12,028,570 * 122,537,787 —4,865,798 3,325,384 5,688,039 4,188,515 6,699,708 
Confed. L., Can.. 99,131,082 +4,925,916 2,997,157 ...... 46,939,764 365,218,941 +4,169,253 15,227,672 21,557,039 12,676,783 15,9138 
Emp. L.&A.,Ind. 932,729 3230,780: ° 196,998 = 20.6 21,359,372 ¢  17,718,622¢ + 6,330,298 873,741 933,007 280,645 rep 
Equit. L., D. C. 10,484,632 +556,573 1,027,623 327,623 23,335,635 69.212,933 +5,497,593 2,207,615 2,799,298 1,108,986 beh pe 
Gt. South’n, Tex. 42,207,599 +695,215 4,000,000 681,245 45,228,390 226,135,447 —4,842,211 5,827,952 8,108,345 4,781,317 tt 
Home Friendly... 2,654,108 +176,195 893,541 115,000 14,614,109 20,593,254 +1,368,087 1,137,426 1,325,957 481,365 1,16 rts 
Knights L., Pa... 4,744,497 + 306,639 666,264 coos 22,429,568 51,623,167 + 1,225,103 1,309,817 1,528,738 679,083 135i 
Ministers Mut.... 660,042 —23,179 | SE) ere 372,850 2,476,840 + 118,921 83,929 119,466 105,794 13 "eat 
Provident Mut....284,344,743 +16,119,631 18,702,422 811,445 75,841,943 934,766,828—19,644,515 40,438,137 58,251,164 30,503,231 41,3260 
Pacific Mut. Life. 205,211,144 +7,004,001 9,026,535 ...... 52,677,024 637,275,616—17,309,027 24,377,263 38,157,187 7,931,518 30,3107 
Sec. Mut., N. Y.. 20,516,838 —150,115 402,246 50,000 13,547,070 91,664,553 —1,490,171 2,966,485 4,201,062 2,765,527 mn 
Union Lab. Life.. 2,108,361 +256,195 896,879 100,000 1,235,909 52,560,379 +1,014,078 770,465 897,527 492,902 ty} 
Union Mut., Ia... 955,647 +192,454 90,0388 ...c06 2,132,792 20,322,110 —1,067,188 464,907 505,999 147,523 317,49" 
FRATERNALS oie 
Aid Assn. Luth.. 15,778,641 + 472,654 GST,482  — weccce 18,907,000 128,289,195 + 10,712,259 3,412,779 4,490,520 1,347,785 ee 
Am. Wood’n Colo. 2,607,949 +120,358 2,103,150 400,000 1,602,750 16,832,750 —2,363,450 397,843 564,376 213,093 13,080 
Cathol. Kts., Wis. 1,981,203 +125,460 BOERS. wcwcee 265,973 11,895,947 —1,041,999 547,357 632,018 376,244 e288 

Fidelity Life, Ill.. 9,191,997 +6508,553 ...... 1,867,786 8,536,448 47,283,554 —6,231,653 1,408,567 1,800,921 1,093,088 —1,50%° 
L’Union St. Jean- ; 591,918 
Bapt. D’Amer.. 5,449,845 ‘4+246,433 1,599,319 Sones 1,766,943 23,238,921  —153,803 542,031 830,071 362,318 952,143 
Luth. M. Aid, Ia.§ 5,339,327 + 611,966 BEL.OF8 as see 7,947,694 37,892,867 +4,321,635 1,185,420 1,440,269 480,964 0,661,378 

Maccabees ...... 46,281,114 —1,262,894 2,850,671 183,085 24,969,910 175,220,977 —3,059,628 6,612,794 9,229,297 8,009,612 10,60 


*Includes revived and increased. 
tOrdinary $2,209,449, industrial $19,149,923. 


§Includes Juvenile branch figures. 
tOrdinary $3,718,946; industrial $13,999,676. 
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Total 
isburs. 
1934 


+ 

26,761 
699,102 
912,320 
900,434 
151,523 
876,928 
162,120 
311,375 
135,958 
328,831 
317,376 
115,714 
572,484 
317,492 


435,110 
$41,577 
513,080 
508,285 


591,948 
352, 143 
361,378 
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Financial Officers 
Hold Chicago Meet 


(CONTINUED FROM PAGE 1) 
profit and most sales have been for 





ash. 
“indices for financial officers to watch 
in relation to railroad securities are 
density of traffic, transportation ratio 
and net railway operating income, said 
Mr. Bacot. Management is a factor 
which they have not given enough 
weight. Too much dependence in the 
analysis should not be placed on past re- 
sults, but more on future prospects. Mr. 
Bacot said 7 to 10 percent increase in 
railroad trafic probably will occur this 
year, and possibly even 15 to 20 per- 
cent, but that 15 percent increase will 
be necessary to meet higher operating 
costs due to rise in price of coal and 
other items. Even if the proposed 
freight rates increase should be as 
much as 5 percent, 8 percent additional 
income would be needed to earn the 
nets of last year. 
Officials Extend Welcome 


Welcome was extended by President 
H. K. Lindsley of the Farmers & Bank- 
ers Life, Wichita, Kan., president of 
the A. L. C., and Col. C. B. Robbins, 
manager and general counsel. E. B. 
Raub, Jr., general counsel Lafayette 
Life, presided as chairman of the sec- 
tion, 

As usual in the financial meetings, 
many valuable points were brought out 
in discussion of papers. George E. 
Phelps of Duff & Phelps, Chicago, cov- 
ered utilities, citing as four tests, terri- 
tory, capital ratio, management and 
earnings. The trend of population also 
is important and public relations policy 
is a factor which may protect the utili- 
ties from inroads of federal or munici- 
pal projects. Donald F. Roberts, treas- 
urer Acacia Mutual, asked whether 
hydro-electric projects or experiments 
in economical transmission of direct 
current might have important effect on 
utility securities. Mr. Phelps said it 
had not finally been proved that hydro- 
electric power is cheaper than that pro- 
duced by steam. He said developments 
never come overnight, and public util- 
ities have time to adjust themselves to 
such changes. 


Federal Agencies’ Attitude 


Financial Secretary F. J. Travers, 
Lincoln National, asked if there had 
been any changes in the attitude of the 
PWA or other government agencies in 
regard to building up direct competi- 
tion with private utilities. Mr. Phelps 
said he knew of no actual construction 
under way except at Knoxville, Tenn., 
under the TVA, but the new federal 
fund is disturbing in that there appears 
to be a plan to change laws so state 
authorities can be created with power 
to borrow for such public works on in- 
come bonds which would not be obliga- 
tions of the state or city. This must be 
authorized by popular vote, however. 

Mr. Phelps’ talk undertook to give 
the Financial Section a yardstick with 
Ww ich to measure the soundness of pub- 
lic utility investments. He said hard 
and fasfarules could not be laid down 
and rules and ratios cannot be substi- 
tuted for judgment. He said account 
be be taken of territory, capital ra- 

oS, management and earnings. 

on most significant fact about a ter- 
vide} is the income status of the indi- 
: als. Population density is more 
Mportant in gas operations. Trend of 
Population should be weighed. He ex- 
ag the belief that the correct value 
pe € used in calculating capitalization 

108 is the value which would be fixed 
ey commissions or the 
pi ; for rate making purposes. This 
study eps. only after considerable 
estimate est is no more than an 
eae, se that consolidated balance 
reason income accounts should be 
ots shoul getting at the facts. Invest- 

ould deal with nonconsolidated 


statements and should treat invest- 
ments as investments. It is desirable 
that the total outstanding capitalization 
be not in excess of the rate making 
value of fixed property, both invest- 
ments and other assets. 


Management Most Important Factor 


The quality of management is per- 
haps the most important consideration. 
Management may be judged by engin- 
eering, rate and merchandising policies; 
attitude toward the public and operat- 
ing efficiency. He said he favors those 
companies that have pursued a policy 
of steady reduction of rates and pro- 
motion of increased usage rather than 
toward those which have opposed rate 
reductions and have preferred to stand 
on their legal rights. 

Membership in an overcapitalized and 
financially embarrassed holding com- 
pany is taken into account against any 
operating company and its securities. 

If management, capital ratios and 
territory is favorable, earnings are al- 
most certain to be favorable. Before 
conclusion as to the probable future 
earning power can be reached, consid- 
eration must be given to the details of 
the operating revenue and operating ex- 
pense accounts. The trend of taxation, 
possibility of labor difficulties and wage 
increases and conditions under which 





fuel is purchased are other pertinent 
questions. Allowance for depreciation 
is important. He said if utilities had 
always reported in their financial state- 
ments the amount of depreciation 
which they have claimed in their rate 
cases, most of the structures which 
have collapsed never would have come 
into existence. 

Legality, ability to pay, desire to pay 
and collection or enforcibility are vital 
questions in considering municipal 
bonds, said George A. Bangs, president 
of the United Mutual Life. He made 
the point that even default of premium 
or interest payments on municipals may 
not be loss, but so long as municipali- 
ties exist taxes must be levied to meet 
debts represented by bonds. This factor 
is absent in rails and utilities. 

Mr. Roberts of the Acacia Mutual 
read a fine paper on “Governments,” 
which was digested in THE NATIONAL 
UNDERWRITER last week. C. J. Claassen, 
president Farmers National Company, 
Omaha, told of methods used in han- 
dling some 700 farm properties, stress- 
ing the importance of a conservative re- 
habilitation program. 

The A. L. C. executive committee 
met, considering legislation pending in 
many states, with special reference to 
bills increasing premium taxes. 

Several past presidents of the A. L. 





C. were on to attend the section meet- 
ing and sit in at the executive commit- 
tee session, in addition to President H. 
K. Lindsley, including Henry Abels, 
vice-president Franklin Life; Harry L. 
Seay, president Southland Life; Isaac 
Miller Hamilton, president Federal Life. 
Colonel Robbins also, of course, quali- 
fied for this select circle. Other active 
members of the executive committee 
attending were Harry Wilson, vice- 
president American Central Life; Dan- 
iel Boone, president Midland Life, Kan- 
sas City; U. S. Brandt, president and 
general counsel Ohio State Life, and 
T. A. Phillips, president Minnesota Mu- 
tual. 


Threatens to Leave State 


A hint that if a North Carolina bill to 
increase the premium tax is enacted, the 
Jefferson Standard Life may leave the 
state, was given by John Umstead, rep- 
resenting the Jefferson Standard, in a 
hearing before the joint finance commit- 
tee of the North Carolina legislature. 
He said the Jefferson Standard could 
save about $275,000 a year by moving 
to New Jersey if the proposed taxes are 
imposed. It is proposed to impose a 
premium tax of 3 percent on foreign 
companies instead of the present 2% 
percent, and 2 percent on domestic com- 
panies as compared with 1 percent now. 








Checking Accounts in Insured Banks 


Market Value $144,144.00 


This Group Worth More Than Par, 
January, 1935, Market 


Bonds (Par Value $112,100.00) 


Government Guaranteed 


Par Value $2,137,003.07; Commis- 
sioner’s Valuation, $1,771,246.65; 


Railroad, Utility, 


Real Estate Own 
Carried at Unpaid Amount of 
Original Loan, less Credits 
on Sales Contracts 


On Improved Real Estate 
Appraised for $11,116,907.00 


on Real Estate 
Secured under First Mortgage 


Secured by Legal Reserve 
Accrued Interest 


Earned but Not Due on Bonds 
and Mortgages Not in Default 


Secured by Legal Reserve 


TOTAL ADMITTED ASSETS 





U. S. Government Bonds @ Par.... 


Federal Land Bank, Federal Farm Mort- 
gage, and Home Owners Loan Corpora- 
tieds Oude Ge Pal... 5. ccc cscs 


Home Owners Loan Corporation 234% 


State, County and Municipal Bonds, 


Company’s Valuation, for Inventory Only 
Industrial Bonds and 
SOOERM 6 55 eae ae ee 


First Mortgages on Real Estate..... 


Advanced to Borrowers for Taxes.. 


Loans and Liens on Policies........ 


ee 


Net Premiums in Process of Collection.... 


Furniture and Fixtures ............. 
Radio Station KFBI............... 


F. B. JACOBSHAGEN, Secretary 


HOME OFFICE, WICHITA, KANSAS 
RADIO STATION KFBI—1050 Kilocycles 


The Farmers and Bankers 
Life Insurance Company 


Wichita, Kansas 


Presents Its 


24th ANNUAL STATEMENT 
Showing Conditions of Company, December 31, 1934 


ADMITTED ASSETS 
Caakt tt Mame Seay ds eS eee ewes 


LIABILITIES 
eobeu: $ 238,934.85 Legal Reserve on Policies.................$ 7,780,669.03 
As Required by State 
eer 140,500.00 Insurance Department 





eae cones Reserve to provide for fluctuation of 
WASOe VAIS OF BONGO. 6 a5. i cccccccccecss 253,393.09 
Rhee 108,737.09 Credits to Policyholders left with 
. Company on deposit at Interest........... 1,017,554.40 
Money Borrowed or Interest Paid......... None 
1,544,671.32 Wena Se PAs soos 5 sends cis cies idee 79,180.66 
Death Claims due and Unpaid............. None 
pene ar 614 a Death Claims Reported but Proof Not 
aS os whi Completed December 31, 1934............. 7,926.00 
Premiums and Interest Paid in Advance... 98,421.44 
weve ws 3,391,581.67 Special Funds payable to Policyholders in 
SEU Ear ois s Che Sleek cccled vaoasuded 96,317.58 
Ray 96,440.95 All Other Liabilities...................... 58,250.02 
Capital and Surplus.................0000 650,000.00 
eas 2,676,208.00 f,"puiisholders 
eee 219,209.53 
Thanks for your interest in reading this state- 
ment. Further inquiry or comment is solicited. 
220,631.87 Our books and records are open for inspection. 
eeerw Charged Off 
bs ehyeate Charged Off 
Seay $10,191,712.22 TOTAL LIABILITIES ..............$10,191,712.22 


Insurance in force December 31, 1934, $49,907,288 


THE FARMERS & BANKERS LIFE INSURANCE COMPANY operates under the Kansas Compulsory 
Reserve Deposit Law, and every policy ever issued_by this Company 
Department of the State of Kansas, and bears that Department’s 
that the policy is registered but that it is secured by a Peds - 

with the State of Kansas in an amount equal to the full legal reserve on the policy. 


H. K. LINDSLEY, President 


Reserve to provide for 
Fluctuation of Mortality.................. 150,000.00 


In Excess of Legal Reserve 


is registered with the Insurance 
egistration Certificate stating not only 
e of securities of the required type deposited 


J. H. STEWART, Jr., Treasurer 
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Less Confusion As to Investment Picture 


ALTHOUGH there was a fair representa- 
tion of company presidents and general ex- 
ecutive officers at the meeting of the Fr- 
NANCIAL SECTION of the AMERICAN LIFE 
ConVENTION in CuIcaco, by far the largest 
number were the strictly financial men 


of the companies. This was in contrast: 


to the meeting last year, when there 
was a considerably larger number of 
general executive officers on hand. It 
may be an indication that the invest- 
ment problem, although uncertain, is 
not as confounding as it was last year. 
The companies perhaps have gotten 
their bearings and have made up their 
minds how to proceed under present 


circumstances. A year ago there was 
considerable turmoil and confusion be- 
cause various federal agencies whose 
operations touched the realm of credit, 
were just getting under way and there 
was much interest among life insurance 
people as to the machinery and pur- 
poses of these agencies and how they 
would affect the general investment sit- 
uation. Now there is a clearer under- 
standing of the operations of these 
agencies and most executives have a 
conception of their effect on the gen- 
eral investment situation. Investment 
problems today are perhaps more aca- 
demic than they were a year ago. 


Helping the Agency Force 


Avmost every life company is taking 
a forward look. It appreciates the fact 
that one of its most important functions 
is to get back of its agency organiza- 
tion and afford the men in the field 
every opportunity to pursue their task 
successfully. Since the financial crash 
and economic disturbance, men with 
the rate book have had very hard sled- 
ding. Many have dropped out because 
of the disturbing conditions. The well 
trained, conscientious, hard working 
life men have stuck closely to their 
knitting and are emerging with great 
credit to themselves. They realize that 
home offices were confronted with tre- 
mendously important and complicated 
problems. 

It was necessary to take action along 
different lines often in a comparatively 
drastic way. Companies began to 
tighten up in their underwriting. They 
found it necessary to throw greater 
safeguards around their funds. They 
had to greatly reform their methods in 
connection with the disability clause. 
Mutual companies found it necessary to 
reduce dividends and stock companies 
had to increase rates. Annuity pre- 
miums have been readjusted. In fact, 
up and down the line officials felt that 
for self-preservation many changes 
had to be made. The field force fell in 
with the procession, commended the 
home offices for creating these bul- 


warks, defended the course taken with 
the public and even amid a discourag- 
ing outlook carried the banner to the 
fore. In addition to all these obstacles, 
field men found that much of their 
time was taken in servicing policyhold- 
ers who found it necessary to revamp 
their insurance, surrender policies, get 
loans, provide for premium payments in 
all sorts of ways. 

A great deal of the revamping and 
reorganizing has been done at home of- 
fices. The time, energy and thought of 
executives have been given to this 
transforming process. They have not 
had the time to give proper considera- 
tion to the men out on the firing line. 
It would seem now with so many diffi- 
culties successfully met there is an op- 
portunity to get behind the field force, 
furnish them every possible aid, give 
them succor and encouragement and 
do as many tangible, constructive, help- 
ful things as possible to pave the way 
for greater sales. The men back of the 
rate book have performed yeoman 
service although faced with great odds. 
Their performance has indeed been 
creditable. Every company should con- 
sider now what is the best course for 
it to pursue to give its men all the as- 
sistance it can in order that they may 
produce a sufficient amount of business 
to afford them a good living and make 
their work more remunerative. 








R. T. Faircloth, manager eastern On- 
tario branch, and Robert Salmon, per- 
sonnel manager at the home office of the 
Canada Life, this month celebrated 35 
years of service with that company. Mr. 
Salmon has been instrumental in the 
selection of 90 percent of the present 
home office staff. 

Warren E. Diefendorf, manager of 
the Mutual Life of New York at 165 
Broadway, New York City, who has 
been away for the past two and one- 
half months due to an injury, is mak- 
ing good progress toward recovery and 
is expected to return to his office 
shortly. 

One of the interesting features of tha 
annual meeting of the Canada Life re- 
cently in Toronto was that French was 
used as a medium of speech, by one of 
the speakers, M. A. deGoumois, manager 
of the east Quebec branch when he ad- 
dressed the meeting on behalf of the 
Canadian branches. The French-Cana- 
dian press of Quebec province appre- 
ciated this gesture of good will and gave 
the incident considerable publicity. 


President H. A. Behrens of the Con- 
tinental Casualty and Continental As- 
surance of Chicago is leaving next week 
on a South American tour down the 
east coast. Last year Mr. Behrens 
took a trip along the west coast and is 
continuing his exploration and visita- 
tion. He will thus circumnavigate 
South America. 


Speaking engagements are keeping 
Commissioner J. C. Ketcham of Michi- 
gan extremely busy and are bringing 
the insurance department prominently 
into the limelight. The past week he 
was speaker and guest of honor Tues- 
day evening at a banquet session of the 
Grand Rapids local board; he spoke 
Wednesday noon before the civic bu- 
reau of the Lansing chamber of com- 
merce and Wednesday evening in Hol- 
land; Thursday he attended and ad- 
dressed both the Barry county and Ing- 
ham county Republican conventions; 
Friday evening he talked at a huge 
community banquet at Sparta honor- 
ine several of that town’s leading citi- 
zens, 

Following former successes the “Can- 
ada Life Players,” an organization of 
home office employes of the Canada 
Life, are this year presenting another 
musical comedy. They have selected 
“Good News,” a popular show of recent 
years. Another activity of the Canada 
Life Staff Association is the sponsor- 
ship of a hockey team which is entered 
in the General Finance Hockey League 
of Toronto. 


William Montgomery, president of 
the Acacia Mutual, who went to Flor- 
ida to recover from a cold that nearly 
developed into pneumonia, apparently 
returned to Washington and got back 
on the job too soon. In a few days after 
returning to work, he suffered a relapse 
and is now confined to his home. 

C. F. Axelson, Northwestern Mutual 
Life, Chicago, president Illinois Asso- 
ciation of Life Underwriters, this week 
was observing his silver anniversary 
with that company, all of the time spent 
as an ordinary agent in Chicago. 

Philip O. Works, general agent Penn 
Mutual Life in St. Louis, and former 
production manager of the R. G. En- 
gelsman agency of that company in 
New York City, has brought out a new 
house organ, “The Showboat,” super- 
seding “The Spirit of St. Louis” as the 
agency’s official publication. ‘“ ‘The 
Showboat’ reminds one of the period of 
the pioneer—when sturdy, fearless, 
men and women 


rugged ambitious 





trekked in from the east and progres 
walked in their wake because they 
dared to surmount obstacles and build” 
the announcement of the new publica. 
tion states, 

J. L. Aarons, 51, pioneer producer of 
the New York Life in Milwaukee died 
in a hospital at Rochester, Minn., fol. 
lowing an operation for a throat ail. 
ment. Last year Mr. Aarons was the 
leader in sales for the district compris. 
ing Wisconsin, Minnesota, upper Mich. 
igan and a part of Canada. 

J. G. Monroe, superintendent of agen- 
cies of the Midland Mutual Life, will 
celebrate his 77th birthday anniversary 
March 1. 

Mrs. W. J. Olive of Holland, Mich, 
wife of the well known general agent 
of the Franklin Life, is one of the 
prominent women in Chicago this week 
attending the second annual conference 
On current problems. Mrs. Olive isa 
factor in the Michigan Federation of 
Women’s Clubs. The conference is at- 
tended by delegates from the various 
state federations. 

Gerald A. Eubank, manager of the 
Prudential in New York City, and Mrs. 
Eubank are on a trip which will in- 
clude Detroit, St. Louis, Dallas and 
Houston, the latter city being Mr. Ev- 
bank’s former home. Their tentative 
itinerary included a motor trip from 
San Antonio into northern Mexico, 

President L. J. Dougherty of the 
Guaranty Life of Davenport has been 
made chairman of the nominating com- 
mittee for the United States Chamber 
of Commerce annual meeting. The di- 
rectors voted on seven members to con- 
stitute this committee, the one receiv- 
ing the highest vote to be chairman. Mr. 
Dougherty was signally honored by get- 
ting therefore the highest number of 
votes. 

W. W. Day, for 38 years with the 
Bankers Life of Nebraska, died at the 
age of 71. He was superintendent of 
agencies for a number of years. He 
has been in ill health for two years. 

T. W. Sturgess, until recently city 
manager of the H. O. Wilhelm agency 
of the Northwestern National Life, 
Omaha, died in Colorado Springs, Col. 
He was a former newspaper editor. 


Philip St. George Cooke, secretary 
Life of Virginia, has been elect 
president of the Virginia Society of the 
Sons of the American Revolution. 


W. J. Alexander, president of the 
Globe Life of Chicago, has returned 
from a two weeks vacation in Miami. 


Marmaduke Corbyn of Oklahoma 
City, general agent Occidental Life, has 
been reelected state president, of the 
Sons of the Revolution. . 

E. G. Siefert, Marion, O., manager of 
the Ohio State Life, was married a few 
days ago to Miss Jean Freer of Mariot. 

H. W. Allstrom, vice-president and 
actuary of the Minesota Mutual Life, 
visited the David O. Johnson agency 
in San Antonio last week. 

A. P. Sandles, 64, president American 
Citizens Life, died at his home in Co 


nomination for governor. 
a number of public positions. Until last 
month he was vice-president and dé 
rector of the Federal Land Bank # 
Louisville. 
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NEWS OF THE COMPANIES 





Tells of Illinois Life Fund} 





Central Life of Iowa Gives Some Facts 
of Interest in Its Annual 
Exhibit 





The Central Life of Iowa issues its 
annual statement and in view of the fact 
that it took over the Illinois Life and 
gives a separate accounting for that 
fund, its exhibit is of interest. Its own 
federal bonds were increased by $3,209,- 
538, other public bonds $951,515, farm 
and city mortgages decreased $2,437,411 
and $594,390 respectively. Owing to 
foreclosure of mortgages, its real estate 
increased $1,118,596. The net rate of 
interest earned was 3.98 percent, an in- 
crease of .09 percent. The mortality ra- 
tio was 41.8. The dividend schedule has 
been continued to July 1 with the expec- 
tation of continuing it throughout the 
year if stable economic conditions main- 
tain. The rate of interest left on pro- 
ceeds is reduced to 4 percent. During 
the last 15 months the Central Life has 
opened 33 new offices. 


Illinois Life Fund Items 


When the Illinois Life was taken over 
the Central Life carried on the admin- 
istration of that special fund in Chicago 
at the old home office. On March 1 of 
last year the activities were transferred 
to Des Moines which resulted in a num- 
ber of substantial economies. During 
the year a number of farm mortgages 
were refinanced through the federal gov- 
ernment and the Illinois Life fund se- 
cured Federal Farm Mortgage Corpo- 
ration bonds amounting to $1,012,903. A 
substantial number of farms covered bv 
mortgages are located in those parts of 
Kansas, Oklahoma and Missouri where 
the drought was very severe. Last year 
out of the Illinois Life there was paid 
$810,367 in death claims, $123,942 en- 
dowments and other benefits. The obli- 
gations under both the 1933 and 1934 
maturities of the survivorship invest- 
ment fund were paid, amounting to 
$237,448, making total paid policyhold- 
ers $1,857,995. In the Illinois Life fund 
the cash and government obligations 
now amount to $347,271. 


Canada Life Results in 1934 


Increases Were Made on All Important 
and Major Items in Its 
Financial Exhibit 











The Canada Life in its new state- 
ment shows $1,105,688 increase in new 
business, making total $53,793,650. It 
added $2,846,589 increase in new an- 
Nuities, the total being $12,257,820. The 
assets are $242,066,459, increase $15,- 
559,228. Of its assets 36.54 percent is 
in cash and federal bonds, public utility 
bonds 12.97, mortgages 22.8, policy 
loans 14.15. It increased its govern- 
ment and municipal bonds from $67,- 
509,801 to $83,366,107. The total in- 
come was $51,000,000, increase $3,100,- 
000. Its surplus funds and special re- 
Sefves are $8,494,050, including $1,997,- 
'82 for special contingencies and $2,- 
600,000 for policy dividends. Its free 
Surplus is $2,456,268. Its insurance in 
force is now $828,312,218. It paid to 
policyholders over $27,000,000. 


Indiana Receivership Set Aside 


.An order of the superior court in In- 
“lanapolis appointing Indiana receivers 
‘or the Missouri State Life has been 
set aside by the Indiana supreme court. 
No showing was made of injuries to be 
Prevented or of necessity for receiver- 
on in the interest of creditors, policy- 
Olders or stockholders as far as In- 





diana interest is concerned, the higher 
court held. M. E. Abrams and H. O. 

both of Indianapolis, had been 
Named receivers, 





New High Record in Income 





Equitable Life of New York Shows 
Gains in Important Items of 
Its Exhibit 





The Equitable Life of New York in 
its new statement reports income of 
$414,861,901, the largest in its history, 
increase $61,800,960; assets $1,657,301,- 
147, increase $136,593,768. Ordinary in- 
surance issued, excluding revivals and 
additions, was $356,814,648, increase 11.55 
percent; group life $102,389,354, increase 
$22,624,686, making a total of $459,204,- 
002 in new insurance for the year. The 
outstanding insurance, ordinary and 
group, is $6,143,158,113. 

A new high record was reached in the 
number of individual annuity contracts 
issued, and also in the number of group 
pension plans placed on the books. Pay- 
ments to policyholders totaled $198,972,- 
447, of which $66,105,847 represented 
death claims, and $132,866,600 payments 
to living policyholders, bringing the ag- 
gregate payments to policyholders since 
organization 75 years ago to $3,401,426,- 
751. Dividends apportioned for distri- 
bution to policyholders in 1935 total $32,- 
993,797. The unassigned surplus is 
$43,149,057. 





Moves Out of Business Zone 





Columbia Life of Cincinnati Has Pur- 
chased a Building in the Walnut 
Hills Section 





President S. M. Cross of the Colum- 
bia Life of Cincinnati, announces that 
his company has purchased the hand- 
some two-story building on East Mc- 
Millan street, opposite Woodburn ave- 
nue in the Walnut Hills section of the 
city, formerly the clubhouse of the 
Elder Council of the Knights of Co- 
lumbus. 

The building will be remodeled for 
use as a home office. It is of semi- 
fireproof construction and was erected 
in 1915. A central entrance leading 
into a waiting room on the ground 
floor is planned, with offices on either 
side. The second floor will be con- 
verted into private offices for the presi- 
dent, secretary and directors. Part of 
the basement will be used as a garage. 
Frontage of the property is 139 feet on 
McMillan street and the depth is 393 
feet, with 54 foot frontage on Flem- 
ing street, at the rear. 

The company’s headquarters hereto- 
fore have been in the Atlas Bank build- 
ing. The Columbia Life is the second 
Cincinnati life company to move away 
from the congested business district re- 
cently, the Ohio National having moved 
into its attractive building on Reading 
road. 


E. L. Davis Becomes Head 
of Security Life & Trust 








Egbert L. Davis was elected president 
of the Security Life & Trust of Win- 
ston-Salem, N. C., at the annual meet- 
ing, succeeding Dr. Fred M. Hanes, who 
becomes chairman of the board. George 
A. Grimsley retires as chairman and 
becomes vice-president. 

Mr. Davis heretofore has been execu- 
tive vice-president and treasurer. ‘ 

T. D. Blair was reelected vice-presi- 
dent and agency manager. G. 
Southern, who has been manager of the 
building and loan department, was 
elected vice-president in charge of that 
department. 


State Life’s Good Showing 


The State Life of Indiana made a 
good showing last year, its assets being 
$49,795,448, of which $820,664 is cash, 








Doing 
Joo.. 


American Reserve Life has 
cleared the track ahead. By 
progressive policies, sound, 
financial condition and a 
helpful cooperation between 
home office executives and 
field force we have come to 
be known as one of the best 
managed of the younger 
companies. American Re- 
serve Life is a good company 
to be with. 


AMERICAN RESERVE 
LIFE INSURANCE CO. 


OMAHA, NEBR. 
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AN AGENCY BULLETIN 
With Something Helpful to Say 


“The SOUTHLAND,” Southland Life’s weekly bulletin, 
edited by Lorry Jacobs, always has something which 
our agents can use. New approaches to prospects; new 
field- proven solicitations; latest contest reports; all 
mingle with news of mutual interest. 


tx 


If you’re seeking a fresh opportunity, you may find it 
with us. Write to First Vice-President Clarence E. Linz, 
or to the Vice-President and Agency Manager, 
Col. Wm. E. Talbot. 


Southland Life 


Insurance Company 
HARRY L. SEAY, President 
HOME OFFICE . . DALLAS, TEXAS 
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ae ’*s SALES 
INSURANCE 


for Insurance 


SALES 


@ Sounds odd, doesn’t it? Yet, that’s 
practically what the COIN-A-DAY 
Plan offers progressive agents—sales 
insurance for insurance sales. 


Hundreds of insurance men through- 
out the country will testify to that 
fact. They’ve found that selling in- 
surance the COIN-A-DAY way suc- 
ceeds when all other methods fail. 
What better assurance can be 
offered? 


The COIN-A-DAY Plan employs the 
use of an exclusive, patented coin- 
controlled electric clock, beautifully 
finished in chromium, with detach- 
able coin box of black —bakelite 
which forms the base. Style No. 25 
takes quarters, while style No. 10 
takes dimes. 


Here is the most practical and useful 


device on the market. Everyone 
who sees it wants one. It makes the 
policyholder insurance conscious 


every day of the year, painlessly but 
forcefully collecting the premium 
savings. Every twenty-four hours the 
COIN-A-DAY shouts at the policy- 
holder to insert a coin towards the 
payment of his premium. It con- 
tinues its pleasant shout until he 
does. 


Cash-in on this sensational selling 
idea that has proven its merit and 
soundness. Start writing the COIN- 
A-DAY way and you, too, will find 
how easy it is to “crack the hardest 
nuts.” You'll not only sell ’em but 
keep ’em sold. 


For complete details, without obliga- 


tion, use the coupon below. DO IT 
NOW! 
COIN-A-DAY, INC. 


328 Schofield Bldg. Cleveland, Ohio 


Coin-A-Day, Inc., 
328 Schofield Bldg., 
Cleveland, Ohio. 


Please send me complete details of the Coin- 
A-Day Plan for selling Insurance. 


DIMMS ccd desccccccccccceccecccceccesnesos ° 
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$1,197,377 federal securities, $418,095 
other bonds, $4,122,113 farm loans, $15,- 
521,122 city loans, $16,093,512 policy 
loans, $8,423,152 real estate. The sur- 
plus is $1,744,597, insurance in force 
$201,120,502. It paid to policyholders 
last year $7,300,000. Its cash income ex- 
ceeded cash requirements by more than 
$1,000,000. During the year it added 
$1,000,000 of federal securities to its 
bond account. It paid policyholders 
dividends $700,000. Its dividend sched- 
ule will continue during 1935 the same 
as last year. 





State Mutual Policy Loans 


The State Mutual Life paid out in 
new loans in January only 20 percent 
as much as January a year ago. This 
decrease, which the company takes as 
the sign of a healthier general attitude 
towards business conditions, is further 
indicated by figures which show greater 
than a 20 percent decrease in the num- 
ber of loan requests. Loan repayments 
over this period show equally signifi- 
cant proportions. A combination of 
partial and total repayments during the 
month show an increase of approxi- 
mately 21 percent. . 


Federal Reserve Life’s Year 


The Federal Reserve Life of Kansas 
City has issued its new statement 
through Secretary W. B. Irons. Its as- 
sets are $8,774,018, contingency reserve 
$270,000, capital $300,000, net surplus 
$75,539. There was an increase in sur- 
plus and definite improvement in the 
bond portfolio. A number of its mort- 
gages have been revised so that there is 
a very material increase in cash return. 
Operating costs have been reduced 10 
percent. Last year the mortality was 52 
percent. During the latter part of the 
year there was a definite improvement 
in new business. 


Strike at Mutual Benefits 


Injunction proceedings have been in- 
stituted in New Jersey against four ben- 
efit associations, they being the National 
Union Life, Lincoln Aid Association, 
American Aid Society, all of Delaware, 
and the Lincoln Aid Association of New 
Jersey. They are charged with the sale 
of questionable securities. 


Report Equitable Production 


The Equitable Life of New York paid 
business in 1934, excluding additions, 
increases and revivals, totaled $356,814,- 
648 for ordinary and $102,389,354 group, 
compared to $319,867,066 ordinary in 
1933 and $79,764,668 group. Insurance 
in force decreased $53,337,631 in 1934 
and $468,602,318 in 1933. 


Reinsurance Deal Upheld 


The United States circuit court of ap- 
peals at St. Louis has handed down a 
decision upholding the action of a dis- 
trict court in appointing a receiver for 
the Royal Union Life of Des Moines. 
That company was reinsured with lien 
in the Lincoln National Life. 

The Great Republic Life qf Los An- 
geles, which is now in the hands of a 
conservator, sought to upset the re- 
ceivership and reinsurance. The Great 
Republic owned $160,000 of stock in the 
Royal Union. 

The trial court had found that the 
assets of the Royal Union were insuffi- 
cient to cover its obligations; that stock- 
holders had no right or interest in the 
assets of the defunct company and that 
the Lincoln National contract was the 
best available. 


Charter New Georgia Company 

The Southern Life of Georgia, a sub- 
sidiary of the Southern Insurance & 
Securities Corporation, with headquar- 
ters in Atlanta, which proposes to organ- 
ize insurance companies of various 
classes, has been granted a charter. 


Regenstein Acting Head 
Ellsworth Regenstein, vice-president 


Kentucky Home Life, is carrying on 
while the company is without a president 




















as a result of the death recently of Ben 
S. Washer. The annual meeting has 
been postponed from time to time, pend- 
ing development of certain programs 
that are in the making. 


Imperial Life’s Club Officers 

E. B. Roberts, manager of the Ashe- 
ville; N. C., agency of the Imperial Life 
of that city, has been elected president 
of its Ordinary Producer Clubs, with 
L. G. Arndt of the Hickory agency in 
Lenoir, N. C., first vice-president; J. C. 


Ledbetter, High Point, second vice- 
president; T. G. Slate of Fayetteville, 
secretary. 





United of Chicago Report 


The United of Chicago financial state- 
ment shows assets of $409,497, policy 
reserves $123,361, capital $200,000 and 
net surplus $41,161. President O. T. 
Hogan states the premium income in- 
creased more than 12 percent; assets 





increased 9 percent after substantial 
writeoffs. A large number of mortgages 
were converted in order to adjust the 
investment setup to conform with the 
new Illinois investment law. In spite 
of these changes and deductions, the 
company received 4% percent actual in. 
terest on investments. 





Minnesota Consolidation Sought 


A hearing has been set for March 8 
on consolidation of the Palladium Life 
and the National Burial Insurance (Co, 
both of Minneapolis. If the petition 
is granted the consolidated company 
will take the name of the Palladium. 

Former Governor J. A. A. Burnquist js 
head of the Palladium, which in its last 
statement showed admitted assets as 
$27,287 and surplus including $10,000 
capital, $19,621. The latest statement 
available on the National Burial gives 
admitted assets $15,399, surplus $10,349 
and business in force $215,000. 








AMONG COMPANY MEN 





Olden With the Lamar Life 


Former Resident of Jackson, Miss., Be- 
comes Agency Superintendent 
of the Company 








Edgar G. Olden, former Jackson, 
Miss., resident, has been made super- 
intendent of agents of the Lamar Life. 





EDGAR G. OLDEN 


His first business experience was with 
a gin and milling company of which 
he became vice-president. His first life 
insurance experience was as an agent 
of the S. R. Whitten agency of Jack- 
son. Mr. Olden was transferred to the 
home office of the Home Life of New 
‘York. After six months in the home 
office, he was sent in the field. He is 
a native of Yazoo City, Miss. 





General American Promotions 


E. L. Martin has been promoted to 
auditor of the General American Life. 
He has been manager of the accounts 
division. He started with the Missouri 
State Life as an office boy in the ac- 
counting department. 

J. P. Hill is made manager of the 
conservation department to succeed E. 
C. Hill, recently appointed agency super- 
visor for Missouri. He is a graduate 
of the University of Missouri and started 
as a student cashier in Pittsburgh. La- 
ter he was called into the home office 
and has served in various capacities. 

Dean Wall has been named manager 
of the mathematical and change division 
in the actuarial department. He for- 
merly was a statistician in that division. 
He is a graduate of Washington Uni- 
versity. 








Changes Made by Travelers 


Promotions Are Announced Involving a 
Number of People at the 
Home Office 








A number of new appointments in the 
agency department of the home office 
of the Travelers, just made _ include 
Ralph L. Smith, who has been appointed 
assistant superintendent of agencies; W. 
C. Hodges, W. L. Murrell and H. W. 
Anderson, assistant superintendents ol 
agencies; T. O. Freeman who has been 
appointed group supervisor, home office 
agency department, and M. F. Jones 
who has been appointed assistant super 
visor, agency field service. 

Mr. Smith, who was formerly assist: 
ant agency secretary, went to the Trav- 
elers in May, 1916, as special agent m 
the Philadelphia office. A year later he 
was made assistant manager of that ol- 
fice and in August, 1920, he went to the 
home office, first as field assistant, then 
as agency assistant and later as assist: 
ant superintendent of agencies. In 1929 
he was made assistant agency secretary. 

Mr. Murrell was first connected with 
the company as a sub-agent of Acree & 
Peck, Lynchburg, Va. On April 1, 1925, 
he was appointed field assistant at Rich 
mond and later became assistant mat 
ager of that office. He was brought into 
the home office on Feb. 1, 1928, a 
group supervisor and in January, 1931, 
was appointed agency assistant. 


Experience of Appointees 


Mr. Hodges joined the Travelers 
June, 1925 as field assistant at Chat 
lotte, N. C. In 1927, he went to the 
home office as_ assistant supervisor 
agency field service. Later he was 4) 
pointed agency assistant. 

Harry Anderson joined the Traveles 
in 1920 as a field assistant in Chicag®. 
Later he was transferred to the Rock 
wood Company in Chicago, as assistatt 
manager of its life department. In 19 
he was made manager of the life depart 
ment of that office. In 1934 he was 4 
pointed agency assistant at the home 
office. ‘ 

Talbot Freeman was appointed assist 
ant group supervisor in 1934. 

Milton Jones, who was formerly ma 
ager at Yonkers, N. Y., joined the Tra 
elers as a field assistant in the Omali 
office in 1924, after having spent a nul 
ber of years as teacher and principal 
Nebraska high schools. In 1927 he w% 
made assistant manager at Omaha, ™ 
1928 he was transferred to St. Low 
as assistant manager and in 1930 W® 
made manager at Yonkers. 





Medical Staff Enlarged 
The Provident Mutual Life has tt 
pointed Dr. Herbert Old and Dr. F. - 
Beresford as associate medical director 
and Dr. F. R. Everett as assistant me 
















March 
=—— 
cal dir 
ant me 
Everet 


medica! 
Beresfc 
compat 
George 
Marque 





group < 
minion. 


Mac 


The 
announ 
Macnat 
the pas 


\] 





The. 
two Le 
Fred 1 
general 
life ins: 
as a pi 
westerr 
Penn 
district 
the At! 
was cal 
visor a 

Will 
general 
such a 
at Eva 
years @ 
a mem 
title of 
score | 
positior 
Associ: 
Mutual 

Befo 
was th 
whose 
genera! 
Penn | 
by Ger 
their fz 
Ner giy 


Roya 


Vetera: 
hatt 


W. J 
York ] 
of five 
the coy 
Pointed 
Pri] 


Mr. 
directi; 

Tonx 
ville b 








L, 1935 


ns, 
—= 


stantial 
rtgages 
ust the 
ith the 
N spite 
ns, the 
tual in- 


ght 


arch 8 
m Life 
ce Co, 
de tition 
ym pany 
um. 

quist is 
its last 
sets as 
$10,000 
tement 
1 gives 
$10,349 


I 


5 in the 
> office 
include 
pointed 
ies; W. 


ents of 
as been 
e office 
_ Jones 
+ super: 


assist: 
e Trav- 
gent in 
ater he 
that of 
t to the 
it, then 
assist: 
In 1929 
cretary. 
ed with 
icree & 
1, 192%, 
t Rich- 
it maf: 
xht into 
928, as 
, 1930, 


elers in 
+ Char- 

to the 
ervisor, 
was ap 


ravelers 
“hicago. 
. Rock- 
ssistant 
In 1922 
depart: 
was 4p 
» home 


| assist: 


ly mat: 
e Trav- 
Omaha 
a nul 
cipal 1 
he was 
aha, 1 
_ Louis 
30 was 


d 

has 4p 
. FM 
irectors 
t medi 










March 1, 1935 





LIFE INSURANCE EDITION 














cal director. Dr. Old has been assist- 
ant medical director since 1914 and Dr. 
Everett has been connected with the 
medical department since 1931, Dr. 
Beresford is just connecting with the 
company, receiving his degrees from 
George Washington University and 
Marquette University. 














Morrow Appointed Manager 

F. C. Morrow has been appointed 
manager of group agencies of the Lon- 
don Life. He joined the London Life 
in 1924 and has been one of its leading 
representatives. In 1929 he became 
supervisor of group insurance in west- 
em Ontario. He will now supervise 
group agency work throughout the Do- 
minion. 


Macnab Advertising Manager 
The Great-West Life of Winnipeg 


announces the appointment of F. 
Macnab as advertising manager. For 





the past five years he has been man- 





ager of advertising and field service for 
the Dominion Life of Waterloo. He 
has been connected with the advertis- 
ing departments of the London Life 
and the Confederation Life, and for two 
years carried on a general insurance 
business of his own. 

He is succeeded with the Dominion 
Life by A. A. Morison, formerly as- 
sistant to Mr. Macnab. 





T. H. Young Joins Yeomen 


T. H. Young, formerly superintend- 
ent of agents of the Peoria Life, has 
joined the Yeomen Mutual Life of Des 
Moines and will serve as assistant sup- 
erintendent of agents. After the Peoria 
Life was taken over by the Alliance 
Life, Mr. Young remained with the Al- 
liance in an agency capacity until his 
resignation recently. He joined the 
Peoria Life in 1916 as a clerk and 
progressed in the home office until he 
was made superintendent of agents in 
1928. 








LIFE AGENCY CHANGES 





McMillan Takes Los Angeles 


Supervisor of Penn Mutual at Atlanta 
Heads Combined Agency in 
California City 








The Penn Mutual Life has merged its 
two Los Angeles general agencies, and 
Fred M. McMillan has been appointed 
general agent. Mr. McMillan entered 
life insurance in 1928 at Columbus, Ga., 
as a personal producer for the North- 
western Mutual. He transferred to the 
Penn Mutual in 1931 as Columbus, Ga., 
district manager, under the direction of 
the Atlanta general agent. In 1932 he 
was called to the Atlanta office, as super- 
visor and has served there since. 

Will O. Ferguson, one of the retiring 
general agents, who for 40 years held 
such a position with the Penn Mutual, 
at Evansville, Ind., for a great many 
years and later at Los Angeles, will be 
a member of the new agency, with the 
title of associate general agent. For a 
score of years he has held executive 
Positions in the Penn Mutual Agency 
Association. And he is one of the Penn 
Mutual’s best personal producers. 

Before leaving Atlanta Mr. McMillan 
was the guest at a farewell luncheon 
whose hosts were a group of Atlanta 
general agents. The members of the 





etn Mutual’s Atlanta agency, headed 
by General Agent Hurd J. Crain, said 
their farewell to Mr. McMillan at a din- 
er given in his honor. 





Royall Is Named in Chicago 


Veteran New York Life Man in Man- 
hattan Goes West as Supervisor 
Directing Two Branches 








W. L, Royall, supervisor for the New 
ia Life in New York City in charge 
ve branches, and connected with 
€ company for 20 years, has been ap- 
ied supervisor in Chicago effective 
ae % to have direct charge of the 
Dearie branch and supervision over the 
D din a branch. L. H. Tracy, agency 
tin Ctor of the latter branch will con- 
ue in charge. 
aa S. Fredrickson and A. Peterson, 
pred organizers who have been jointly 
ucting the affairs of the Central 
tanch since the death of Supervisor J. 
a Campbell a year ago or more ago, 
Bog in their present positions. 
». t. Royall will be welcomed to Chi- 
ago ape lata — at which a 
Whitney, inspector of agencies, wi 
nee. It will be attended by the staffs 
us two branches. 
Pree Royall for some time has been 
cag | affairs of the Vanderbilt, 
ville b; remont, Murray Hill and York- 
€ branches in New York City. 


Whitney to General American 


Appointed General Agent in Chicago— 
W. B. Nichols Designated at 
Hannibal, Mo. 








Russell C. Whitney has been named 
general agent in Chicago of the General 
American Life of St. Louis, with head- 


| 














RUSSELL C. WHITNEY 


quarters at 33 North La Salle street. 
Mr. Whitney has been an independent 
insurance broker in Chicago. He is a 
graduate of Chicago University. He 
formerly represented the Continental 
Assurance. 

Mr. Whitney has had considerable 
life and accident and health insurance 
selling experience. For a year he has 
been connected with the Chicago down- 
town branch Continental Casualty-Con- 
tinental Assurance. He was a part- 
time agent for a number of years. In 
the past he had bond and banking ex- 
perience with Halsey, Stuart & Co. His 
father, the late Russ L. Whitney, was 
chief adjuster of the Continental com- 
panies of Chicago. 

W. B. Nichols has been named general 





agent of the General American in Han- 
nibal, Mo., and adjoining territory. He 
has had considerable experience, both as 
a personal producer and as a manager. 





Spange Goes to Davenport 


H. W. Spange has been appointed as- 
sistant manager of the Davenport, Ia., 
ordinary agency of the Prudential. He 
was formerly connected with the pen- 
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sion department at the home office and 








“Get Set” 


GETTING set for the race of life de- 


pends largely on wise provision made early 


in the game. Uncertainties of the future 
vanish when an adequate program of pro- 
tection is arranged. Juvenile Endowment 
policies make certain the completion of 
Educational Plans. 


The Scranton Life has a variety of contracts, 
especially adaptable to the young generation. 


We have attractive openings for energetic 
salesmen in many localities. A letter ad- 
dressed to the Scranton Life will bring full 
information. 


THE SCRANTON LIFE 


SCRANTON, PENNSYLVANIA 
' WALTER P. STEVENS, President 
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Eighty-Third Year 


BERKSHIRE 


LIFE INSURANCE CO. 


Incorporated 1851 
Pittsfield, Massachusetts 





Year ending December 31, 1934 


Admitted Assets ..... $ 50,266,437 
Policy Reserve and 
Other Liabilities ... 48,632,004 


Total Income ........ 10,791,881 
Total Disbursements . 9,749,508 
Excess Income Over 

Disbursements ..... 1,042,373 
Received for Premiums 7,439,931 
Dividends Paid and 

Credited Policyhold- 

CES ven ihtRh Be ckee send 881,455 
Total Payment to Pol- 

icyholders and Bene- 

re 6,475,803 
nt Se 1,634,433 
New Paid Insurance... 21,553,486 
New Paid Annuities 

(Premium) ........ 1,699,875 
Total Insurance in 

PR eins Se $210,256,896 





Growth of Company—Progress 
shown in five-year periods. 


INCOME 


A: snes daded os. c'ewpdate $ 3,745,082 
Dinan enihle a scheonrahe 4,937,859 
BE cscrinsdhnnatttia 6,663,980 
ee 9,076,188 
Ts sn. os. dlinsicphnaasd 10,791,881 
ASSETS _ 
RN | RR Sh: $22,411,687 
DPD icin Hiren SAN 27,178,636 
et One 35,435,898 
UD os xs cscaneagems 46,392,066 
1 RR Ee peerenne 50,266,437 








later was transferred to the Chicago 
group office as home office representa- 
tive. He will have charge of recruiting 
and training new men for the agency 
over which S. W. Sanford presides. It 
comprises 34 counties in Illinois and 31 
in Iowa. 


Johnston Toledo Manager; 
Surridge, Daniels Advanced 


Two changes in the Acacia Mutual 
Life’s field organization are announced. 
R. C. Johnston, who has been assistant 
manager associated with Manager L. S, 
Broaddus at Chicago, becomes manager 
at Toledo. He has been with the com- 
pany for four years, is a C. L. U., grad- 
uate of the University of Michigan in 
actuarial science. 

E. K. Surridge, an agent connected 
with Mr. Broaddus for three years, and 
with a successful selling record, becomes 
assistant manager in the agency in 
charge of older agents. Harold Daniels, 
a radio artist and organist, was appointed 
assistant manager in the Broaddus 
agency in charge of new organization. 
The office is being enlarged. 








Texas Prudential Appointments 


A. J. Bahr has been appointed gen- 
eral agent of the Texas Prudential at 
Tulsa, Okla., with offices in the Tulsa 
Loan building. R. M. Thorp has been 
appointed district manager with head- 
quarters at Altus, Okla. J. H. Good, 
manager for western Oklahoma, has 
opened an office at 407 Terminal build- 
ing, Oklahoma City. 


Opens Spokane Office 


The American National of Texas has 
appointed W. L. Williams manager in 
Spokane, Wash., with offices in the Old 
National Bank building. The agency 
will cover eastern Washington and 
northern Idaho. Subagencies will be 
established in Wenatchee, Yakima, 
Walla Walla and Lewiston, Ida. Mr. 
Williams has been a resident of Spo- 
kane for 30 years and for the last year 
with the Penn Mutual. 


LeLaurin to Coast 


J. V. LeLaurin, Little Rock, Ark, 
manager Sun Life of Canada for over 
two years, has been named manager 
of southern California territory below 
Los Angeles, with headquarters at Los 
Angeles. 

Mr. LeLaurin has been with the Sun 
Life in Little Rock since 1930. 





Opens New Life Department 


The Lawton-Byrne-Bruner Agency, 
St. Louis, has been appointed general 
agent of the Travelers. E. M. White- 
bread has been placed in charge of the 
new life department. Associated with 
him are E. C. Bloodworth, former 
Louisiana manager of the Sun Life of 
Canada, and Earl Ellis. 


Welch with Capitol Life 


Edgar R. Welch has been appointed 
general agent of the Capitol Life of 
Denver at Wichita, Kan., with offices 
at 716 Fourth National Bank building. 
For the past eight years he has been 
with the Equitable of New York at 
Wichita. 


Green Succeeds Bryarly 


R. C. Green has been promoted to 
manager of the Home Life of New 
York with headquarters in Winchester, 
Va. The territory includes about 50 
counties in northern Virginia, western 
Maryland and eastern West Virginia. 
Mr. Green succeeds the late R. T. Bry- 
arly. o 


D. B. Stewart, Jr. 


The State Farm Life has entered the 
District of Columbia and D. B. Stew- 
art, Jr., has been named district direc- 
tor with headquarters at 207 Evans 
building, Washington. He formerly 
was director in Maryland and Dela- 
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LIFE COMPANY CONVENTIONS 





Banquet Closes Convention 





Guaranty Life Agents Have Fitting 
Climax to Their Three Days 
of Conferences 





A banquet climaxed the annual 
agency convention of the Guaranty Life 
of Davenport, the banquet hall being 
filled with agents who were attending, 
distinguished citizens of Davenport, 
members of the home office force and 
visiting company officials. The agents 
had been in business conferences for 
three days. For an hour the proceed- 
ings were broadcast. At noon Presi- 
dent L. J. Dougherty was the host to 
the agents, members of the Davenport 
Life Underwriters Association and vis- 
iting officials. He presided at the noon 
function, the chief addresses being given 
by Insurance Commissioner E. ‘ 
Clark of Iowa, H. K. Lindsley of 
Wichita, Kan., president of the Farm- 
ers & Bankers Life and president of the 


American Life Convention; W. T. 
Grant of Kansas City, president of the 
Business Men’s Assurance; Walter 


Cluff of Kansas City, educational secre- 
tary Kansas City Life; Harry Wilson 
of Indianapolis, vice-president Amer- 
ican Central Life, and C. M. Cartwright 
of THR NATIONAL UNDERWRITER. A. W. 
Sanford, manager of the Prudential and 
vice-president of the Davenport Life 
Underwriters Association, spoke for 
that organization and Carl Le Buhn, 
general agent of the Massachusetts Mu- 
tual, for the managers and general 
agents division. 

Prior to the banquet Mr. and Mrs. 
Dougherty received at their home for 
visiting officials, some of the general 
agents and a number of Davenport 
people. The evening before they were 
hosts in their home to agents of the 
company. Mr. Dougherty opened the 
proceedings at the banquet. The speak- 
ers were Commissioner Clark, Col. C. 
B. Robbins, manager of the American 
Life Convention; Harry S. Longley, 
Episcopal bishop of Davenport; Bishop 
Rohlman, Catholic bishop of Daven- 
port; E. P. Adler, publisher of the Dav- 
enport “Times” and president of the 
Davenport Bank & Trust Co., Secre- 
tary John Schenk of the Davenport 
Chamber of Commerce, Mayor Merle 
Wells, President Lindsley of the Amer- 
ican Life Convention; W. J. Moriarity, 
manager Guaranty Life at St. Louis, 
General Counsel A. E. Carroll of the 
Guaranty Life and W. F. Voss, assist- 
ant secretary, who has just been made 
a director. C. M. Cartwright acted as 
toastmaster. 

High tribute was paid throughout the 
evening to President Dougherty; and 
the Guaranty Life. 


John Hancock Men Meet 


Agency managers and assistant man- 





‘agers of the John Hancock Mutual Life 


from five midwestern states attended a 
regional meeting Feb. 26 in Des 
Moines. Speakers were E. H. Brock, 
vice-president; J. W. Messenger, as- 
sistant superintendent of agencies; T. 
D. Heenan, Chicago, regional manager, 
and Charles Tyre, St. Louis, supervisor 
of agencies. 


Regional Meet in Sioux City 


The Northwestern National Life 
will hold a regional meeting of man- 
agers and agents from Iowa, South 
Dakota and Nebraska in Sioux City, 
Ia., March 19-20. 


Federal’s Iowa Meeting 


Isaac Miller Hamilton, president 
Federal Life; L. D. Cavanaugh, execu- 
tive vice-president, and George Bar- 
more, vice-president in charge of 


agents, addressed a meeting of Iowa 





ware, 


agents in Des Moines. 








es 


| Hold Seminar at Convention 





Leading General Agents of New Eng. 
land Mutual to Direct Discussion; 
in Event April 5-6 





A two-day seminar for gener 
agents, supervisors and agents is to he 
held April 5-6 by the New Englang 
Mutual Life as a part of its centenary 
convention at the home office. A nym. 
ber of leading general agents, super. 
visors and agents will direct the pro. 
gram. Qualification for the seming 
will be on the same basis as for the 
convention which precedes it the first 
four days of the week.. The qualifica. 
tion period ends March 31 and only js. 
sued and paid life insurance will coynt 
in the quota. 

General Agent W. H. Beers of New 
York City and C. Dawson, his 
supervisor, will give two full days toa 
group desiring to study the Beer; 
prospecting and selling plan. General 
Agents H. A. Schmidt, New York City; 
C. A. Hinkley, Buffalo, and A. C. Ut 
ter, Detroit, will give a day to agents 
for study of preparatory work neces- 
sary before presenting proposals to big 
business men, and also definite sales 
presentations to use in such cases, 


Others Who Will Take Part 


J. H. Atwood of the Curtis agency, 
Boston, who placed more than $1,500, 
000 business insurance last year, will 
lead a discussion on business insurance 
proposals. General Agent Linwood 
Butterworth, Richmond, Va., will leada 
group discussion on “Getting Business 
from Small and Medium Sized Cities 
and Towns.” 

General Agent Horace Mecklem, 
Portland, Ore., and E. L. Goodrich, the 
company’s leading agent last year, will 
lead a session on “Work Planning.” F. 
M. See, general agent in St. Louis, will 
discuss special campaigns. 





Ohio State’s 1936 Plans 


The Ohio State Life’s plans for ob- 
servance of its 30th anniversary next 
year include an eight-day trip on Lake 
Erie and the St. Lawrence river and 
the holding of the agency convention 
Quebec. : 

Agents who produce the required 
volume of insurance over a period o 
18 months will make the trip. 





Will Meet at Del Monte 


The Mutual Benefit Health & Acc 
dent and United Benefit Life of Omabi 
will hold a meeting of branch managets 
at Del Monte, Cal., March 20-23. 

Home office officials who will attend 
include Dr. C. C. Criss, president; Sam 
C. Carroll, vice-president; D, M. Bro 
van, United Benefit agency supervisot, 
and Ray H. Hawkins, chief underwrite! 
Mutual Benefit. 


People’s Life Convention Set 


The People’s Life of Indiana wil 
hold its annual agency convention 2 
Lake Wawasee, Ind., Sept. 5-6. Qual 
ification for attendance to the convél 
tion is $100,000 paid business for the 
agent and $200,000 to include his wife 
February is president’s month in honof 
of President E. O. Burget. Mr. and 
Mrs. Burget are taking a vacation 
Florida. 








Hold Regional Conference 


A two-day regional educational cot 
ference of the Northwestern Life wa 
held in Little Rock for the Arkansas 
agency and the agency at Memphis 
Tenn. W. T. Grantges, agency direc 
tor, was in charge, assisted by R. 
Carter, Arkansas manager, and E. 5: 
Balkema, agency instructor. 
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Dearing Heads Florida Body 


Annual Sales Congress at Tampa with 
Outstanding Speakers—Payne 
Unable to Attend 








TAMPA, FLA., Feb. 28.—Frank P. 
Dearing, Mutual Life of New York 
manager at Jacksonville, is the new 
president of the Florida Association of 
Life Underwriters, moving up from 
vice-president to succeed Harvey 
Payne of Miami. Because of serious 
illness Mr. Payne was not able to at- 
tend the third annual sales congress of 
the association held here today, and Mr. 
Dearing, substituting, got a foretaste of 
the job ahead of him. 


Other Officers Named 


Other officers chosen were: Vice- 
presidents, O. A. Boone, Metropolitan, 
Orlando; Charles Gibbs, New York 
Life, Miarhi; Albert Litschgi, Equi- 
table. Tampa; secretary-treasurer, Hal 
Chaille, Equitable, Jacksonville. A. L. 
Smith, Mutual Life, Orlando, was 
named representative to the National 


! meeting. 
: President T. C. Cross of the Tampa 


association and Mayor R. E. L. Chan- 
cey, welcomed the congress with re- 
sponse by Past President S. F. Gam- 
mon. Then came the following ad- 
dresses: “The Romance of the Life 
Insurance Dollar,” G. E. Lackey, gen- 
eral agent Massachusetts Mutual, De- 
troit, and “Simple Selling Makes Sell- 
ing Simple,” by Albert E. N. Gray, as- 
sistant secretary, Prudential. 

Objectives of the National associa- 
tion were discussed at the luncheon by 
President T. M. Riehle, who also spoke 
in the afternoon on the place of the life 
agent in business recovery. 


Johnson Talks on Facts 


Holgar Johnson, general agent Penn 
Mutual in Pittsburgh, made his “Facts 
of Life” one of the high points of the 
session in the afternoon, showing how 
the agent must use these facts to wake 
up the prospect. After him came O. 
Sam Cummings, Texas manager Kan- 
sas City Life, on “Making 1935 a Bet- 
ter Year.” He stressed the importance 
of better prospecting as the most prom- 
ising feature of the outlook. 

At the banquet Commissioner W. V. 
Knott talked. He said reports so far 
indicate life premiums for 1934 will 
show a 10 percent increase. This 
should show for 1934 $21,500,000, com- 
pared to $19,792,407 in 1933. He en- 
couraged the agents to again seek a 
qualification law such as was intro- 
duced in 1933. 

* * * 


New Twisting Folder 


The National Association of Life 
Underwriters is sponsoring the distri- 
bution of the folder, “Don’t be 


| Iwisted,” which bears the imprint of 


the National Better Business Bureau. 
he National association formerly is- 
sued a similar folder, but felt it is more 
efective to distribute such literature 
through the Better Business Bureau. 
ocal life underwriters association of- 
ficers are urged to arrange for distri- 
bution of the circular through local 
etter business bureaus. W. M. Duft 
P; the Edward A. Woods Company, 
scttsburgh, is chairman of the commit- 
es on business standards, which is 
‘Ponsoring the distribution. 


a ae 


inmingham, Ala.—Some kind of social 
a“ will be adopted eventually 
an ghout the United States, declared O. 
form ~ummings, Dallas, Tex., trustee and 
tion ‘r vice-president National associa- 
Wanis 7, Joint meeting with the Ki- 

is Club. Thirty states now have 


ar eine of old age insurance and sev- 
égislatures are considering bills 
ing old age insurance. 


Provid 





Will Have State Association 





North Carolina Life People Propose to 
Get Together After Visit of 
President Riehle 





President T. M. Riehle of the National 
Association of Life Underwriters made 
a great hit in his talk at Greensboro, 
N. C., there being over 200 present in- 
cluding life men from Greensboro, Dur- 
ham, Raleigh, High Point, Charlotte, 
Danville, Asheboro, Madison and Win- 
ston-Salem. It was decided to form a 
state association at an early date. The 
various associations will appoint some 
delegate to represent them at the meet- 
ing. The Jefferson Standard Life acted 
as host for the agents and stood the ex- 
pense of the dinner. President Riehle 
told about the plans of the national 
body, particularly in the development of 
its program for greater financial inde- 
pendence of agents. He gave a number 
of valuable sales ideas. C. R. Barber of 
the Equitable Life of New York is presi- 
dent of the Greensboro association and 
was in charge. 


President Riehle’s Views 


In speaking of the social reconstruc- 
tion plan of the government and social 
insurance schemes, Mr. Riehle said: 

“All of this new emphasis on social 
and economic security is going to meas- 
urably increase the popularity, and, con- 
sequently the service, of the institution 
of life insurance. This same thing oc- 
curred in connection with the govern- 
ment’s war risk insurance during the 
war. That development resulted in the 
renewed appreciation and great stimu- 
lation of life insurance distribution. 

“All of these projects for social insur- 
ance will never, in my opinion, reach 
the goals which ambitious Americans 
have always set for themselves and upon 
which they will always insist, so long as 
they are Americans. 


Function of Life Insurance 


“They do not profess, and they should 
not be depended upon to solve, with any 
degree of comfort, the terrible curse of 
insecurity of the individual, caused by 
the chief uncertainties of life. But that 
is what life insurance does. 

“Even an old-age pension fulfills none 
of the functions which inhere in individ- 
ual provision through life insurance. It 
will not, it cannot, even under govern- 
mental subsidy or legislative compulsion, 
maintain the accepted American stand- 
ard of living. 

“Our citizens must still be protected 
against those forces with which self-reli- 
ance cannot deal. Our economic system 
must become increasingly responsible 
for its needy victims. But that, I be- 
lieve, is as far as social insurance will 
ever go. And that, I believe, is where 
life insurance begins to function.” 


* * * 


Women Agents Hold Meeting 





Denver People Get Together at Lunch- 
eon and Discuss Points of 
Current Interest 





The women agents in Denver who 
are members of the local underwriters 
association sponsored a luncheon which 
33 women attended. The committee 
consisted of Mrs. Marie B. Parker, 
chairman, Equitable Life of New York; 
Miss Helen Hankins, Penn Mutual; 
Mrs. Helen Bailey, New England Mu- 
tual; Mrs. Celia Downs, Pacific Mutual; 
Miss Alice Safford, Connecticut Mutual; 
Mrs. Doretta Church, Massaschusetts 
Mutual. At the round table discussion 
Miss Hankins talked on “Value of Be- 
longing to the Association;’” Miss Theo- 
dosia Rains, New York Life, on “Value 
of Ethics in Life Insurance;” Miss Saf- 
ford, on “The Cooperation of the Un- 
derwriter and the Cashier;’ Mrs. Mar- 





PACIFIC NATIONAL LIFE 
INSURANCE COMPANY 
SALT LAKE CITY, UTAH 


Financial Statement— December 31, 1934 


ASSETS 


Per Cent 

First Mortgage 

eee $ 430,531.39 32.7 

Appraised at 

$1,540,636.00. 
Real Estate Owned 42,232.50 3.2 

All have a _ rental income. 
Real Estate Sold 

Under Contract 21,717.59 1.6 

Monthly installment pay. 
Collateral Loans. . 46,315.82 3.5 

Market value _ of 

Collateral $115,892.63. 
Policy Loans and 

BINS 5 6 02538 wo 0 69,923.24 5.3 

Fully Secured by 

Reserves on Policies. 
I nas ce arc 528,391.30 40.2 
ST. << << cc wes 28,619.77 2.2 
Cash and Bank 

Balances ...... 77,535.80 5.9 
Interest Accrued. . 18,943.81 1.4 
Net Deferred Pre- 

Cn rere 39,361.90 3.0 
Other Admitted 

Assets (Net) .. 11,180.45 _1.0 
TOTAL ADMITTED 

ASSETS ....... $1.314.753.57 100.0 

Outstanding 


1. Ratio of Assets to liabilities 301%. 
2. High percentage of investments 
in those securities which are best. 
Note: government, state and 
municipal bonds are 25% of 


assets. 

3. Deposit of $500,000.00 of Federal, 
State, Municipal, Industrial, Util- 
ity and Railway bonds with the 
State of Utah—being 200% of 
legal requirements and 145% of 
the whole of our net reserve lia- 
bility. 

4. Assets Appraised at Market. 


LIABILITIES per cent 
Reserves ........ $ 391,850.00 29.8 


Full legal require- 
ments all policies in 
force. 


Present Value 
Amounts Not 


Re wee ceeee 
(Reported after De- 
cember 3ist). 


Estimated Accrued 
Taxes 
Other Liabilities. . 
Capital 
Stock 
Paid 
Up ..$669,147.27 
Unas- 
signed 
Funds 208,884.88 878,032.15 
(Surplus). 


8,786.68 a 
21,896.66 


$1.314,753.57 100.0 


Report of Progress 
1. Increased Insurance in Force 


dagaed Daven sedecemldanessceces 2% 
2. Decreased Mortality Experience 
fo SX US 4 ere 42%, 


3. Increased Our Total Income. .10% 
4. Decreased Our Total Dis- 
bursements 





Because of the excellence of the insurance contracts, 
territory yet unorganized, constructively helpful 
supervision, progressive manner of compensation of 
representatives, there are agency opportunities in 
Utah, Idaho, California, Wyoming, Ne- 
vada, Arizona and Colorado that have in them much 
of promise. Call or write. Insurance experience not a 
requirement. 


@eeFOR CALM SEAS OR ROUGH ®@® 











LIFE INSURANCE 


EDWIN A.OLSON 
PRESIDENT 


TO AGE 65. 





MUTUAL TRUST 


—=jJ cuicaco 
1LLINOIS 


“as ouveliiiion FAITHFUL, 
g 
A MUTUAL FULL LEVEL PREMIUM RESERVES 


COMPANY WRITING PARTICIPATING INSUR- 
ANCE ONLY AND AT ALL AGES FROM BIRTH 


RECEIVES ONE-HALF OF ITS NEW BUSINESS 
FROM NEW ENGLAND AND THE EAST. 


Operates in the following States: 


Maine New Jersey Minnesota 

New Hampshire Ohio North Dakota 

Vermont Michigan South Dakota 

Massachusetts Wisconsin California 

Rhode Island Illinois Washington 

Connecticut lowa Oregon 
Nebraska 


MEN WHO BELIEVE THEY HAVE GENERAL AGENCY 
QUALIFICATIONS MAY OBTAIN FULL PARTICULARS 
BY ADDRESSING THE AGENCY DEPARTMENT. 
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garet Taub, Aetna Life, on “The C. L. 
J. Degree;” Mrs. Bailey, on “Future 
Financial Outlook.” 


* * * 


Names District Membership 
Chairman for National Body 


Holgar J. Johnson, National Associa- 
tion of Life Underwriters trustee and 
membership chairman, has appointed the 
following district membership chairmen: 
District Not 1, Roderick Pirnie, Berk- 
shire Life, Springfield, Mass.; (2) J. D. 
Bookstaver, Travelers, New York; (3) 
Rankin Furey, Berkshire Life, Pitts- 
burgh; (4) J. O. Ogle, Pan-American, 
Birmingham, Ala.; (5) Ray Hodges, 
Ohio National, Cincinnati; (6) Hugh 
Van de Walker, Ohio State Life, De- 
troit; (7) Ernest Crane, Northwestern 
Mutual, Indianapolis; (8) Frederick 
Bruchholz, New York Life, Chicago; 
(9) Victor Stamm, Northwestern Mu- 
tual, Milwaukee; (10) C. E. Brown, Mu- 
tual of New York, Detroit; (11) J. F. 
Trotter, Mutual of New York, Kansas 
City, Mo.; (12) V. T. Motschenbacher, 
Sun Life, New Orleans; (13) O. P. 
Schnabel, Jefferson Standard, San An- 
tonio, Tex.; (14) Kellogg Van Winkle, 
Equitable of New York, Los Angeles, 
and (15) H. S. Bell, Equitable of Iowa, 
Seattle. 





* * * 


Detroit Program Ready 

DETROIT, Feb. 28—The program 
of the All-State Sales Congress here 
March 11, sponsored by the Qualified 
Life Underwriters of Detroit, includes 
M. J. Cleary, president Northwestern 
Mutual Life, who will talk on “The Se- 
curity of Life Insurance,” and T. M. 
Riehle, president National Association 


of Life Underwriters on “Closing 
Cases.” Mr. Riehle will also talk on 
better underwriting through better 


qualified underwriters. ; 
Louis Behr, Chicago, million-dollar 
producer of the Equitable Life of New 








York, will discuss “My Method of 
Prospecting and Approach” and George 
Schumacher, Massachusetts Mutual 
“millionnaire’ in Cleveland, will dis- 
course on “My System of Presentation 
and Close.” Donald Kipp, Detroit tax 
attorney, will talk on “Life Insurance 
and Death Taxes,” President F. J. 
Little, Massachusetts Mutual, will open 
the congress. M. L. Woodward, gen- 
eral chairman, will act as master of 
ceremonies. 
* O* OX 
Organize Alabama Body 
BIRMINGHAM, Feb. 28.—The Ala- 
bama Association of Life Underwriters 
was tentatively organized at a recent 
meeting here. James Finlayson, Bir- 
mingham manager Metropolitan Life, 
was elected temporary president and J. 
O. Ogle, manager Pan-American, tem- 
porary secretary. A permanent organ- 
ization will be formed at a latter date. 
The state association is designed to be 
something like a holding company, with 
various local associations as members. 
A state sales congress will be promoted 
and the state body will also correlate 
other activities of local associations. 
* * * 
Georgia Association Formed 
The Georgia Association of Life Un- 
derwriters has now come into being. It 
was organized at Macon by representa- 
tives of five local associations. . 
Stevens of Macon has been made presi- 
dent, while the presidents of the other 
four local associations become vice- 
presidents. Edward Pendleton of Macon 
is the secretary. 
* * x 


Honor New Commissioner 


The Wyoming Association of Life 
Underwriters held a meeting this week 
in honor of the state’s new insurance 
commissioner, Arthur Hamm, a banker 
of Sheridan, who succeeds Theodore 
Thulemeyer. Charles Mason, president 
of the association, presided, and among 
the speakers was Horace Mecklem, 








Beneficiaries 
during these years. 





REMARKABLE RECORD 
DURING DEPRESSION YEARS 


Assets, December 31, 1929......... 


Assets, December 31, 1934......... 
An Increase of (54.2%) 


Surplus, December 31, 1929........ 


Surplus, December 31, 1934........ 
An Increase of (84.19/) 


In addition to these financial gains, the 
Company paid to Policyholders and 


Some choice territory available in 
Indiana, Illinois, Ohio, Texas, lowa, California, 
Michigan, Minnesota, North Carolina and Florida. 


FRIENDLY HELPFUL HOME OFFICE CO-OPERATION 
A Complete Kit of Policy Contracts. 


INDIANAPOLIS LIFE INSURANCE CO. 


A Mutual, Legal Reserve Company, with 
over $94,500,000.00 Insurance in Force 


ORGANIZED IN 1905 
Edward B. Raub, President 


$10,455,621.25 


16,121,071.03 
5,665,449.78 


647,030.55 


1,190,888.04 
543,857.49 


8,216,304.89 




















general agent at Portland, Ore., of the 
New England Mutual. 
* * * 


Albany, N. Y¥.—Ray C. Ellis, general 
agent Home Life in New York City, was 
the speaker, on “Professional Concept 
of Life Insurance.” Mr. Ellis said, 
“Nobody is bigger than his own concept 
of himself.” It is his belief that it is 
the newer men who are selling more life 
insurance by the use of modern methods. 
To be a good man in the insurance busi- 
ness one has to be an _ executive, able 
to govern time, able to govern his own 
finances, able to budget his income, able 
to render sound, honest and intelligent 
advice, and he has to be a student of 
business. The travesty of the life insur- 
ance business is that the agent is too 
independent. The things that a success- 
ful agent must know are: (1) federal 
estate tax; (2) gift tax; (3) business in- 
surance; (4) analysis of insurance (5) 
how to plan an estate. 


* * x 
Jacksonville, Fla.—S. T. Whatley, 
agency vice-president of the Aetna Life, 
addressed the February meeting. 


* * * 

Asheville, N. C.—W. F. Barron, Metro- 
politan Life, is the new president; C. C. 
Proffitt, first vice-president; K. W. Par- 
tin, second vice-president; Emmett 
Underwood, third vice-president; J. M. 
Ehle, secretary; L. B. Cooper, treasurer; 
L. B. Ordway, national committeeman; 
executive committee, D, C. Martin, chair- 
man, F. R. Baker, R. F. Moody, D. E. 
Barkley, and W. F. Duncan. 


* * x 
Sioux City, Ia.—F. B. Summers, agency 
director of the New York Life at Omaha, 
gave the February meeting address. He 
is president of the Nebraska association. 


* * * 

Fort Wayne, Ind.—H. E. Nyhart, gen- 
eral agent Connecticut General Life and 
president of the Indianapolis association, 
talked on “Opening the Gate to Economic 
Security.” 

* * * 


New Orleans—At the sales congress 
here March 7 the following will speak: 
T. M. Simmons, Pan-American Life, “Ob- 
servations;” R. S. Hecht, “Social Being;” 
H. E. North, vice-president Metropolitan 
Life, “Suggestions That May Help to 
Make 1935 a Successful Year;” L. O. 
Schriver, Aetna Life, Peoria, Ill., “A New 
Decalog for 1935;” Carl Marshall, Gulf- 
port, Miss., “What the Public Is Think- 
ing with Reference to Life Insurance;” 
V. T. Motschenbacher, Sun Life, New Or- 
leans, “Association Activities;’ F. TT. 
McNally, Massachusetts Mutual, Minne- 
apolis, “The Average Man.” 


*x* * * 

Columbus, 0.—The annual sales con- 
gress will be held March 7. Paul M. 
Smith is president. H. S. Stephan, vice- 
president, has charge of the arrange- 
ments for the congress. Speakers will 
include Maj. N. A. Imrie, editorial writer 
Columbus “Dispatch;”’ E. W. Owen, Sun 
Life, Detroit; W. M. Rothaermel, Equita- 
ble of New York, Chicago; R. F. Pfeifer, 
Metropolitan Life, New York, and S. S. 
Herwitz, Mutual Life, New York. It is 
expected that 400 will attend, from cen- 
tral, southern and southeastern Ohio and 
West Virginia. 

L. W. Doland, Mutual Life of New 
York, is a new director, succeeding Ray- 
mond Rhoads, who has been appointed 
assistant superintendent of insurance. 


* * * 

Champaign County, Ill.—The February 
meeting was held at Champaign, Mrs. 
Hattie Peterson, vice-president, presid- 
ing. Earl E. Smith, assistant agency di- 
rector Equitable Life of Iowa, was the 
speaker on “Building Your Own Morale.” 
He emphasized the necessity of the agent 
having before him at all times a real 
objective. He deemed it highly essen- 
tial for the field man to be enthusiastic 
in his work and to do it consistently. 
Hubert Hendricks, Equitable Life of 
Iowa manager for central Illinois at De- 
catur, was present and introduced the 
speaker. 

* * * 

Des Moines—E. W. Brailey, general 
agent New England Mutual in Cleveland 
since 1929, and former president of the 
Cleveland association, will speak Satur- 
day on “Peace of Mind, the Priceless 
Blessing of an Adequate Life Insurance 
Estate. He is a member of the program 
committee for the 1935 convention of the 
National Association of Life Underwrit- 
ers which meets in Des Moines this year. 
He began his insurance work as a per- 
sonal producer for the Equitable Life 
of New York in 1921. 

* * * 

Hamilton, Ont.—A sales congress will 
be held March 1. Speakers will include 
E. W. Owen, Detroit manager Sun Life 
of Canada; G. J. Kotzenmeyer, educa- 








tional supervisor Confederation Life; p 

A. Bower, Metropolitan Life, Toronto. 

Dr. W. E. Ferguson, medical referee jy! 

celsior Life; J. E. Francis and L, R 

Brown, Canada Life, Hamilton. 
= ame aes 


Cleveland—Over 550 members an 
guests heard C. C. Day, general agent 
Pacific Mutual, Oklahoma City, speak on 
“A Philosophy of Living.” W. E. Bake 
Cleveland general agent Pacific Mutual 
introduced the speaker. 


* * * 


Indianapolis. — The association stage 
an “All-Indianapolis Five-Star Progray 
this week. Five ten-minute talks we, 
made by Wendell P. Coler, actuary Amer. 
can Central; E. B. Raub, president }p. 














ACCIDENT—HEALTH | 


J 
Annuls Thirty Days Claus 


Georgia Court of Appeals Hands Dow 
Important Case Involving 
Accident Claim 




















The Georgia court of appeals has a. 
nulled a clause in an accident policy 
providing that the death benefit be pai 
only if death occurred within 30 day; 
after the accident which caused th 
death, holding that such a provision j 
contrary to public policy. The lowe 
court decided in favor of the company 
and the higher court reverses it. E.T, 
Coker of Atlanta had a policy in th 
Life & Casualty of Nashville. He wa 
injured in an automobile accident March 
9, 1931, and was taken to a hospital. Ht 
died May 14. The policy contained the 
30 days clause, the company denying li- 
bility. The widow brought suit for $1,301 
and lost in the lower court. Reversixg 
the decision the court of appeals says 

“If the period of limitation does nt 
afford a fair and reasonably adequt 
time for the results of the injuries ty 
be determined, but may reasonably kk 
expected to create a situation such 3 
may distress the mind and _ harass th 
nerves of a sick and injured person whik 
in the midst of a struggle to mainta 
his life, impairing his will to life al 
jeopardizing his chances for recovery, i 
will be annulled as being contrary t 
public policy.” 





Increase in Accidents Due 
to Sports Being Reportel 


NEW YORK, Feb. 28.—That tit 
additional leisure afforded many untt 
the operation of the “New Deal” pr 
sents new problems to accident com 
panies is attested through the numeros 
claims that are presented because of 
juries suffered by sport participati 
In warning against excessive activitié 
by those who heretofore have not hi 
opportunity to indulge in athletic t 
laxation to any considerable degree, ti 
Fidelity & Casualty points out the dt 
gers. Aside from avoidable hazat 
company reports show a number of # 
cidents caused by such freak mishaps 
flying golf balls, carelessly tossed bat 
~— bats, and poorly directed hat! 

alls. 


Cameron & Chambreau Servi 


Cameron & Chambreau of Chica! 
consulting actuaries and tax consultat 
are notifying companies that they * 
prepared to offer specialized ser 
along lines not usually included in re 
lar actuarial work. They give these® 
follows: (1) Agency methods and “ 
tractual arrangements with the lf 
of expanding production on a basis re 
economical and _ ultimately profital 
(2) Investment problems and plans: " 
Income tax problems. (4) Analysis ; 
home office methods to the 
planned economy therein. (5) A @ 
plete survey of the company in & 
department of operation. 
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dianapolis Life; A. A. Zinn, vice-presi- 
dent State Life; George A. Bangs, presi- 
dent United Mutual Life, and G. L. Stay- 
man, actuary Reserve Loan Life. 

*x* * * 

Galveston, Tex. — Steps have been 
taken to eliminate part-time agents. The 
Galveston association is going to see to 
it that so-called “insurance brokers” op- 
erating in the city obtain licenses from 
the state board of insurance commission- 
ers or “get out of the business.” 

* * * 

Laporte County, Ind.—K. D. Robinson, 
Mutual Life of New York, South Bend, 
Ind, spoke at a dinner meeting at La- 
porte. ; 

*x* * * 

Warren, O.—E. C. Noyes, Massachu- 
setts Mutual Life, Akron, O., speaks this 
week on “The Spirit of Service Among 
Life Underwriters.” 

* * x 

Cineinnati.—Upholding life insurance 
as a@ means toward economic stability 
and individual security, Carroll C. Day, 
general agent Pacific Mutual Life, Ok- 
lahoma City, gave his talk on “A Phil- 
osophy of Life,” which has been widely 
acclaimed wherever it has been pre- 
sented. 

* * x 

Springfield, Ill;—The Springfield as- 
sociation March 1 will hold a special 
sales meeting. F. M. See, general agent 
New England Mutual at St. Louis, will 
talk. 

* * x* 

Illinois—Date for the annual sales 
congress of the Illinois association, to 
be held jointly with the Rockford associ- 
ation in that city, tentatively has been 
set for May 25. The decision was 
reached at a meeting of the program 
committee at Rockford, Chairman 
Thomas Hayes, district agent of the 
Penn Mutual at Rockford and first vice- 
president Rockford association, presid- 
ing. C. F. Axelson, Northwestern Mu- 
tual Life, Chicago, president state as- 
sociation, attended. Frederick Bruch- 
holz, agency director New York Life, 
Chicago, gave an address before the 


Rockford association on “Selling Life In- 
surance Today.” 
+ "7 
Michigan.—The convention committee 
met in Lansing, with nine local associa- 
tions represented. The convention will 
be held at Flint May 24-25. Outstanding 
speakers will be secured. In addition to 
sessions devoted to the convention 
theme of “Qualified Life Underwriting” 
and to the formal business meeting, a 
sales luncheon will be featured May 
24, at which the chief speaker will be 
a leading Michigan producer. The busi- 
ness meeting will be marked by elec- 
tion of officers and adoption of a new 
constitution and by-laws. 
The convention committee includes: J. 
Cc. Cameron, Flint, chairman; A. P. Hew- 
lett, Ann Arbor; Frank Daniels, Benton 
Harbor; Floyd White, Battle Creek; 
Harry Wiles, Bay City; E. W. Owen, De- 
troit; W. M. Eastcott, Grand Rapids; G. 
V. Gregory, Jackson; Clarence Merrifield, 
Kalamazoo; Harold Brogan, Lansing; M. 
J. Malarney, Pontiac, and Dewey Stearns, 
Saginaw. 
* *k x 


East Bay (Oakland, Cal.)—Prof. Royal 
Roberts of the University of California, 
instructor in C. L. U., spoke on “The 
Evolution of Life Insurance Salesman- 
ship.” 

* * * 

San Franciseo.—“Due to lack of coop- 
eration from sources essential to the 
success of the dinner,” the annual lead- 
ing producers dinner, scheduled for Feb. 
28, was cancelled. The decision also 
was influenced by the fact that the as- 
sociation’s sales congress is scheduled 
for March 19, during the visit of Na- 
tional President T. M. Riehle, and “it 
was believed that two expensive func- 
tions within a period of three weeks 
would not be welcomed by the ma- 
jority of the membership.” 

Arthur S. Holman, manager of the 
Travelers, is the sales congress chair- 
man. Congress plans were enthusias- 
tically launched at a meeting of general 
agents and managers Feb. 26. 











As SEEN FROM CHICAGO 





BIG METROPOLITAN PRODUCTION 


Last year 10 percent of the 1,250 
Metropolitan Life men in Chicago 
wrote $100,000 in ordinary in addi- 
tion to handling their industrial debits. 
F. L. Shapiro led with $311,422 ordi- 
nary, with N. H. Malkus second with 
$300,750. 

eo 
AGARD CHICAGO MANAGER 


Frederick W. Agard, former Chicago 
representative of the Essex House of 
New York City, has been appointed 
manager of the Chicago office of the 
Biltmore, exclusive New York hotel. 
Offices have been established at 224 
South Michigan avenue, telephone Wa- 
bash 7500. Mr. Agard has specialized 
in arranging hotel accommodations in 
New York for many Chicago insurance 
executives and representatives and has 
a large following among them. The new 
connection with the Biltmore gives him 
an opportunity to further his relation- 
ship in the insurance fraternity because 
of its attractiveness and convenience to 
Insurance people in the west and middle- 
west. In Chicago the New York Cen- 
tral railroad is just across the street 
from the Insurance Exchange building 
and in New York City the Biltmore is 
directly across from the Grand Central 
terminal, with a tunnel connection lead- 
Ing directly to the station. 

ia, 


ACTUARIES DEBATE SURRENDER 


The interest of members of the Chi- 
cago Actuarial Club was challenged at 
the February meeting by W Mc- 
Curdy of the actuarial department Con- 
tinental Assurance in a talk on surrender 
Values and surrender charges, when he 
€xpressed preference for loading as 
much surrender charge into the first few 
policy years as possible and not extend- 
ing the charge through 19 years, as has 
Me done recently by many companies. 
thi, McCurdy said the charges in the’ 
oe fourth and fifth years should be 
i stantially increased wherever possi- 

€. He believes this would be more 
€quitable to policyholders as it would 


sistent and place a heavy charge on non- 
persistency. He urged the maximum 
permissible charge be made wherever 
possible, and that it should start at the 
maximum. Consensus, however, was in 
favor of making the charge in full up to 
the 20th year, with a maximum of $25. 
Mr. McCurdy felt that surrender values 
should be adjusted to the point where 
policyholders would be discouraged from 
surrendering an old policy for a new 
one, taking into consideration investment 
of the surrender value at a reasonable 
rate of interest if the value were taken 
out of the policy. 

Another subject discussed was calcu- 
lation of nonparticipating premium rates. 
The consensus of members seemed to 
be for use of 90 percent of the American 
men select table and not over 3% per- 
cent interest charge; also for expenses 
to be assessed according to commissions 
and other expense schedules, depending 
upon a company’s individual circum- 
stances. R. I. Booth, statistician Chi- 
cago branch Travelers and president of 
the club, presided. 

- Fx 
OPEN NEW AGENTS DEPARTMENT 


Bokum & Dingle, Chicago general 
agents Massachusetts Mutual Life, are 
opening a new agents department and 
starting a conservative recruiting pro- 
gram. . Larson, an agent con- 
nected with the office for eight years, 
has been appointed manager of the new 
business department. John Murphy, 
who has been educational director for 
a considerable period, will have charge 
of training the agents. Bokum & Din- 
gle seek only the highest type of men 
and will adhere to their long estab- 
lished policy of not recruiting agents 
from other companies. The agency is 
showing a substantial business increase 
this year, with 30 percent more produc- 
tion in January and February. Mr. 
Larson has been a large personal pro- 
ducer and has had 12 years’ life in- 
surance experience. He is an authority 
on many phases of life insurance, in- 
cluding estate planning, programming 












9% MORE... 


EY 1934 with all its economic flurries, dealt 
us a neat gain in new business written . . . 
29%, over 1933. Another vote of confidence in 
the principles of conservatism and SAFETY which 
Provident Life has steadily pursued. 


With assets constantly on the increase—with a 
capital and contingency reserve now exceeding » 
$810,000 as extra security for policyholders, 
Provident Life typifies the sound insurance struc- 
ture on which progressive agents may build their 
If a Provident connec- 
tion holds interest for you, write us! 


way to certain success. 





Advancement, "money-wise,” is 
what most everyone seeks. Buffalo 
Mutual Life... old, substantial, 
progressive ... offers outstanding 
opportunity. @ Back of this oppor- 
tunity is the fact that the quality of 
a company is not measured by its size. @ If you 
are located in New York or Ohio and you seek 
a better opportunity for your proved ability ... 
we invite you to write us in confidence. @ Please 
address: J. C. Kreinheder, Supt. of Agents, 
Home Office, 452 Delaware Ave., Buffalo, N.Y. 


18 POLICIES ¢ Birth to Age 60 e DEPENDABLE PROTECTION 


Whole Life Special * 20 Payment Life Special * Multiple Option Life and Annuity * 10 and 20 Year 
Modified Ordinary Life * 10 and 20 Year Family Income * Endowment at Age 65 « Ordinary Life, 
Endowment at Age 85 »* 20 Payment Life, Endowment at Age 85 © 10, 15 and 20 Year Endowment 
¢ Special Convertible Term * 10 Year Term ¢ Children’s Policies, three forms, Birth to Age 10. 
35 





BUFFALO MUTUAL 


LIFE INSURANCE COMPANY 


E. PARKER WAGGONER 
President 








Over Forty Years of Faithful Service 


T. F. NORRIS Co. 
REALTORS 


Specializing in Property Management 


1333 Majestic Bldg. DETROIT Cadillac 4925 








Send 9 cents in stamps for sample copy of 


THE ACCIDENT & HEALTH REVIEW 


The only exclusive accident and health paper published. 
It gives ideas and suggestions that help you sell income protection insurance. 
Address your inquiry to A-1946, Insurance Exchange, Chicago 








8ive preference to those who are per- 


and estate conservation. He is a mem- 



































18 THE NATIONAL UNDERWRITER March 1, 193; 
ber of the Illinois and American bar} paign, which is being conducted by ty 
associations and a director of the Chi-| agents throughout the country, to en 

PROGRESS cago Association of Life Underwriters. April 12. The regular spring Nyle 
; The agency offices are being rearranged j rally of the department at Chicago yj 
Per Cent of Ratio of to accommodate the new department. | be held late in May, winding up th 
Insurance in Admitted Benefits Expected Assets to drive . 
Force Assets Surplus Paid Refunds Mortality Liabilities * * x* . o's * 
1928 $18,466,955 $1,730,173 $280,184 $3,112,283 $139,565 46.66%  109.23% CENTRAL DEPARTMENT CAMPAIGNS WITHDRAWS FROM ILLINOIS 
1929 24,142,492 2,230,255 317,323 3,227,868 203,724 39.75%  117.06% . : 
1930 30,093,652 2,863,994 341,957 3,365,928 279,807 40.92%  112.31% ee omg = men — 1 af The —— ong M8889 os of Housto 
1931 33,123,877 3,628,873 516,042 3,492,146 373,663 35.11%  116.57% ork Life in cago under R. E.} has withdrawn trom Illinois. T, § 
1932 33,305,658 4,193,483 549,339 3,619,560 471,759 33.34% 115.07% Whitney, inspector of agencies, is now | Shattuc of Chicago has been state ma, 
1933 33,571,232 4,727,361 651,717 3,762,314 569,648 35.65%  115.99% in the 90th anniversary production cam-! ager for the company. 
1934 37,892,867 5,339,327 821,540 3,904,252 688,031 33.49%  118.18% 
During the last six years, from January 1, 1929, to January 1, 1935, the Society more than ay 


doubled its insurance in force. 


A remarkable record! 


The assets have been trebled and the surplus almost trebled. 





FINANCIAL STATEMENT AS OF DECEMBER 31, 1934. 
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ASSETS 


43.5 First Mortgage 


LIABIL 


ITIES 


Net Tabular Mean 





ie git Far RRS $2,318,058.19 oe $4,320,142.00 
Appraised at $8,006,- Loe cag with interest 
905.00. and future payments is 
ik | ae $1,532,741.22 sufficient to mature all 
Government, Munic- outstanding certificate 
ipal, Public Utilities values, on the American 
at values approved by Experience Table of Mor- 
the National Conven- tality and 4% interest. 
tion of Insurance : 
Cansnitesineets! Advance Premium Pay- 
7 “eae None MENS .....++eeeeee $ 44,907.32 
7.0 Real Estate and Reserve for Claims....$ 70,068.10 
Office Bldg. ...-$ 377,169.02 This amount is set aside : 
Home Office Bldg., to provide payment of 
Sg Sar eons a — and armen — 
eal Estate 593.- ue in instalments. so 
81. Real Estate sold to assure payment of 
under contract $14,- pena red which posenese 
743.21. proofs have not been re- 
11.4 Certificate Loans.$ 607,835.72 ceived. 
3.1 y somaoett Due ~. 167,676.47 Refund Accumulations.$ 58,921.22 
ee ee ' ividends e wi e 
On mortgages, bonds, ; Society by members for 
certificate loans, etc. future use. 
1.6 Cash in Banks..$ 87,788.71 tanta. due enh. Un- 
4.5 Premiums Due id 10,364.52 
and Deferred 1 SSP LY SE illics Bicdied, lal ?' ° 
pee es npaid because members 
a nee not designated choice 
se ag of options, 
hands of Expense Fund Reserve.$ 13,387.80 
rharies $111,243.62 et ee 
Tiosta W640. expense of the Society. 
part of iia 
1934 an- Total Liabilities..... $4,517,790.96 
nual pay- 
ments 
made on Total admitted assets are 
monthly, 18.18% more than re- 
eat eee, nt be i _ to cover 
‘ above obligations. 
basis ....$128,657.92$ 239,901.54 
32 Miscellaneous: Surplus seers creer eses $ $21,536.15 


Advances on Mtg. 
Loans 


100.0 Total Admitted 


Assets 


$ 8,156.24 


Included in this amount is 
a special reserve of $105,- 


991.15 which has 
be paid in 1935. 
$5,339,327.11 


been 


set aside for dividends to 


To Balance Assets... .$5,339,327.11 


Note: All securities owned by the Society are deposited and in the safe keeping of the Commissioner of 
Insurance, Des Moines, Iowa, or the Receiver General of Canada, Ottawa, Canada. 


LUTHERAN MUTUAL AID SOCIETY 


Legal Reserve Life Insurance 


WAVERLY, IOWA 
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PROTECTED HOME CIRCLE 


HARON. PA. 
FOUNDED 1886 


A Legal Reserve Fraternal Insurance Society ———- 





Benefit Certificates for Men, Women and Children. 


Opportunities for Field workers in a growing organiza- 


tion. Training classes for new workers. 


S. H. Hadley, 
Supreme President 


L. D. 


Lininger, 


Supreme Secretary 











Send 9 cents in stamps for sample copy of 


THE ACCIDENT & HEALTH REVIEW 


The only exclusive accident and health paper published. 
It gives ideas and suggestions that help you sell income protection insurance. 
Address your inquiry to A-1946, Insurance Exchange, Chicago 


NEWS OF THE FRATERNALS 





No Concession to Fraternals 





Superintendent O’Malley Announces No 
Compromise Will Be Made on 
Missouri Code 





Following the hearing on the Mis- 
souri code before the senate committee 
last week, Insurance Superintendent 
O’Malley stated that no compromise 
would be made with the fraternal so- 
cieties, These organizations have pro- 
tested the code bitterly, contending it 
would force them to make radical 
changes or even force them out of busi- 
ness. 

P. B. McHaney, attorney for the 

Missouri department, is appearing be- 
fore the senate insurance committee 
this week to present final arguments for 
passage of the code. The committee 
has indicated this will be the final hear- 
ing. 
The hearing last week was enliv- 
ened by a sharp passage between Mr. 
O’Malley and H. H. Washburn, Jr., 
of the Missouri joint labor legislative 
committee, a member of the Brother- 
hood of Locomotive Engineers. He 
said his organizations look with suspi- 
cion on all omnibus bills. 

“We don’t see anything radically 
wrong with the existing insurance laws 
of the state,” he continued. “We don’t 
know the reasons for this new code 
bill. Everybody is apparently repre- 
sented here but the people.” 

Mr. O’Malley interrupted to ask 
whom Washburn thought the Missouri 
department represents. 

“I presume it represents themselves,” 
Washburn replied. 

“You are wrong,’ O’Malley an- 
swered. “The department represents 
the people of Missouri. And the mem- 
bers of this senate committee represent 
the people.” 

Washburn contended that if the code 
is passed it may overthrow some valu- 
able court decisions, 

D. W. Gramling of the joint labor 
legislative committee also spoke in op- 
position to the code. 


Royal Neighbors Case in 
Oklahoma Is Being Decided 


The second of the group of cases 








-pending against fraternals in which the 


state of Oklahoma seeks to collect back 
taxes and fees amounting to a million 
dollars or more was tried in district 
court at Muskogee, and was _ taken 
under consideration. After testimony 
was taken the judge asked that briefs 
on certain points be submitted by at- 
torneys for the defense. This case is 
State of Oklahoma vs. Royal Neigh- 
bors, Rock Island, Ill. The Women’s 
Benefit Association, Port Huron, Mich., 
recently lost the first case in the series, 
judgment for more than $31,000 being 
granted the state. The case was ap- 
pealed. 


Fraternal Bills in New York 


ALBANY, Feb. 28—The New York 
department is sponsoring four fraternal 
measures in the legislature. Stricter 
regulation over the form of certificate 
by the state insurance department is 
provided. Fraternals are permitted to 














use their own mortality tables if they 





a 


cover at least 20 years and 100,000 lives 
with interest assumptions of not mor 
than 4 percent. Valuation of outstan¢. 
ing certificates and other obligations ¢ 
fraternals is provided, with provisic 
for inspection by the New York super. 
intendent in case of deficiency. The ex. 
emption of certain societies is change 
by including organizations of workmen 
of the same or allied trades. Any or 
ganization paying sick benefits of under 
$350 and $400 maximum death benefits 
is also exempted. 


Missouri Leader Dies 
Mrs. Hettie Kelley Allison, Missout 
president of the supreme forest o 
Woodmen Circle, died at her home in 
Kansas City. 





Higher Surrender Charge Is 
Death Blow to Twisters 


(CONTINUED FROM PAGE 1) 


more attractive to individuals who buy 
with the net cost of insurance always 
in mind. There is possibility that this 
sales advantage will push so much it 
surance in a short period to the com- 
panies with the broader policies tha 
they will quickly become sated and be 
forced to impose the restriction. 

It is also probable that twisters and 
“rewrite specialists,” will take advantage 
of the situation to concentrate on the 
older business of such companies as they 
still would have a strong argument i 
the case of the unrestricted policies, Both 
factors would serve to force companies 
quickly in line with the general practice 
regarding surrender charge. 

Another large eastern company is fe 
ported to be considering adoption of a 
surrender charge varying from a mint 
mum of $12.50 to maximum $24.50. The 
proposal is to make the charge one-third 
of the reserve, but never less than 
$12.50 per $1,000. This would wipe out 
cash surrender and loan values in tit 
early policy years but it is said the 
plan calls for setting an arbitrary value 
of around $1 per $1,000 in such cases. 
This charge would run over 19 years, I! 
the 19th year the surrender charge being 
$12.50 and after that time full reserve 
being allowed. 











PERSONALS 
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J. R. Hardin, president Mutual ag 
fit Life, and E. D. Duffield, president ° 
the Prudential, will discuss “Politics 
and Crime” at the New Jersey ea 
Conference in Trenton Friday and wd 
urday of this week. Governor Hoffma 
will preside. 

Wm. J. Powell, 
treasurer of the hae 
Company of Pittsburgh, and hie 
have sailed for a cruise to the 
Indies. They expect to stop oe 
Thomas, St. Croix, Barbados, Trinidat, 
and other points along the way. 


vice-president and 


Edward A. Woods 


E. C. Willis, who resigned as ee 
vice-president of the Liberty . = 


Topeka last year, sailed from . He 
cisco this week on a trip to the He 
waiian Islands, China and Japan. 
will be gone about three months. 
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SALES IDEAS AND SUGGESTIONS 























Simplified Selling Is Urged 
By Gray of Prudential 









A. E. N. Gray, assistant secretary 
of the Prudential, speaking to the 1935 
ales conference of the Florida Life 
Inderwriters Association in Tampa, 
insisted that while “Selling life insur- 
bnce is not easy, it can be made sim- 
ple,” and that “no matter how big a 
job may be it can be broken up into a 
number of little jobs.” 





















a “The job of selling life insurance can 
re mel}. simplified by observing three im- 
of cae portant factors: First, What do we 
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have to do to sell life insurance? Sec- 
ond, What do we have to say to sell 
life insurance? ‘Third, It’s just as im- 
portant to know why we sell life insur- 
ace as it is to know how. 

“One thing every man must do in 
order to sell life insurance successfully 
is learn something about the thing he is 
sling,” said Mr. Gray. “Many men 
who believe they can sell life insurance 
without a thorough knowledge of what 
they are selling would be surprised if 
they realized how many sales they lose 
because they are not able to give the 
prospect a more attractive picture of 
- insurance than the one he already 
as. 

“Another thing an agent must do is 
learn how to prospect, but a knowledge 
of prospecting will be of little value to 
an agent unless he is willing to call on 
people who don’t want life insurance, 
and try to make them want it. 


Make Prospect Think 
About Life Insurance 


























“Most men agree that any thinking 
man will believe in life insurance, and 
80 it seems that the best way to make 
people buy life insurance is to make 
them think. And it also seems obvious 
that the man who doesn’t believe in life 
msurance is not thinking properly. 
Therefore, when some one tells you he 
doesn’t believe in life insurance, you 
can cause him to do some very serious 
thinking by asking him what he thinks 
should happen to a man’s family when 
he dies. 

‘Here are some thought-provoking 
approaches: 

“If you knew you were going to die 
and were able to choose, which would 
You rather leave your family: an in- 
tome of $100 a month for 10 years, or 
an income of $200 a month for 5 
Years, ?? 

‘ “You believe in a fair exchange, 
ep you? Then how does this appeal 

9 you as a fair exchange? Give my 
re end your date of birth and we will 
end you a date of death until you get 
< of your own.’ This will enable the 
the bi to make the prospect realize that 
he oe weakness in any of his plans for 

¢ future lies in the fact that he 
oesn't or wae he 2 going to die. 

; you lie awake at night and 
~ that coffee is keeping tte wees 
of? We Some of the things you think 
isn a it ever occur to you that it 
dae e ee that keeps you awake? The 
peng that keeps you awake is the fact 

. YOur mind has some unfinished 





quiness to worry about. And, inci- 
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pe 'S pretty bad, not being able to | 
“ wie is a whole lot worse.’ 
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sales talk lies in the fact that an agent 
who goes to all the trouble necessary 
to get for himself an opportunity to tell 
his story should have a story ready to 
tell. This story should be based on 
what life insurance is and on what life 
insurance can do for the prospect. 

“Too many agents stop selling at the 
point at which the real selling should 
start. In order to make a sale, it is 
necessary to appeal to a motive for 
buying, and this appeal should be made 
after the agent has told his story about 
what life insurance will do for the pros- 
pect and his family. One very simple 
way to make the appeal is by asking 
the prospect, ‘Isn’t that just what you 
want to do, Mr. Prospect?’ 

“It takes real courage to sell life in- 
surance, but this courage can be ob- 
tained from three sources: 

“(1) A realization that 
worth doing is hard to do. 

“(2) A realization that while the his- 
tory of a nation is written in the 
prayers of its people, the history of 
your work is going to be written in the 
prayers of men who are about to die. 

“(3) In a realization that whenever 
you place a life insurance policy in an 
American home, you are doing from 
50 to 100 times as much for some one 
else as you are doing for yourself. 

“And isn’t that just what you want 
to do?” 


Finds Prospects in Old 
Timers Making Comeback 


anything 





NEW YORK, Feb. 28.—Younger men 
who have been winning their spurs dur- 
ing the depression have been a fine 
source of life insurance prospects, but 
there is another class which can now 
profitably be cultivated with an eye to 
both present and future business, says 





W. B. Burruss, former general agent of 
the Provident Mutual Life in Norfolk, 
Va., and Springfield and Kansas City, 
Mo., and now a lecturer before business 
men’s gatherings, including life insur- 
ance sales congresses. His inspirational 
address at the 1933 New York City 
sales congress held his hearers through 
to the end, though he was the last 
speaker. 

The class to which Mr. Burruss refers 
comprises those men who are now beat- 
ing their way back toward the top after 
hitting bottom in 1933 and 1934. Auto 
dealers, for example, are making money 
for the first time in eight or 10 years, 
he says, and there are other lines show- 
ing like improvement. 

Covering a wide territory in his lec- 
ture tours, Mr. Burruss has found that 
many of these men have been down but 
by no means out and are coming back 
with their old aggressiveness. In this 
they are being helped by the banks, 
which are eager to put their funds into 
enterprises with known and _ trusted 
leadership. 

“The American spirit is the comeback 
spirit,’ said Mr. Burruss. “These men 
are taking advantage of every break, and 
they are beginning to get the breaks 
now. Most of them have been forced 
to drop their insurance. They need cov- 
erage now not only for family protec- 
tion but for credit purposes.” 

Mr. Burruss believes general agencies 
should have financial advisers, to deal 
with questions of agency finances, 
agents’ personal financial problems, and 
prospects’ and policyholders’ financial 
set-ups. 

It is a large part of the general agent’s 
work to keep his men on their toes, re- 
viving their flagging spirits, and this 
sort of activity doesn’t mix well with 
the analytical financial side of agency 
work. The ability to handle such diver- 
gent types of work successfully is 
rarely found in one individual, and Mr. 
Burruss believes it would be better to 
keep the two types separate. 


Assessment Deposit Bill Passes 


PIERRE, S. D., Feb. 28.—The house 
has passed the senate bill requiring mu- 
tual assessment life, health and accident 
companies to deposit $5,000 before be- 
ginning business. 








GENERAL AGENCY NEWS 





Aetna Life Awards Are Made 


P. D. Sleeper Agency at Washington, 
D. C., Secures the National Trophy— 
Other Successful Officers 








President’s trophy awards for 1934 
have been made to five general agents 
by M. B. Brainard, president of the 
Aetna Life. The national award was 
presented to the P. D. Sleeper agency, 
Washington, D. C. The eastern division 
award was won by the W. R. Harper 
agency, Philadelphia. In the southern 
division the trophy went to the Gordon 
H. Campbell agency at Little Rock. The 
O. T. Cropper agency, Topeka, won the 
western division award, and in the Pa- 
cific division the winner was the W. M. 
Hammond agency, Los Angeles. y 

These awards were inaugurated in 
1929 as a recognition of those agencies 
showing, during the year, the greatest 
general improvement in the major 
phases of agency building. A large 
agency has no advantage over a smaller 
agency. 

Five trophy awards are made each 
year, one master trophy going to the 
agency leading the entire country in 
general improvement. Four additional 
trophy awards are made, one to the 
leading agency in each division. The 








award is a bronze wall plaque on a wal- 
nut mount, carrying an appropriate sym- 
bolic design in relief and the name of 
the winning agency. 


Dallas Office Gets Cup 


The Dallas office of the Travelers, 
under Manager H. B. Gengnagel, won 
the Page cup awarded by the company 
to the office showing the largest increase 
in new accident premiums over allot- 
ment. Dallas has won the cup three 
times and therefore becomes its perma- 
nent possessor. Manager Gengnagel 
has emphasized consecutive weekly pro- 
duction because in this way the agents 
are kept always in fighting trim. 


Macauley Dinner Host 


C. A. Macauley of Detroit, state agent 
John Hancock Mutual Life, entertained 
75 members of his agency force and 
office staff and their wives or husbands 
at dinner, honoring H. G. Schafer, su- 
perintendent of general agencies. Spe- 
cial guests included H. E. VandeWalker, 
state agent Ohio State Life and presi- 
dent Associated Life General Agents & 
Managers; F. J. Little, Massachusetts 
Mutual Life, president Qualified Life 
Underwriters, and H. B. Thompson, ex- 
ecutive secretary of the two associations 
and of the state underwriters’ organiza- 
tion. 














SPARKS 


from the firing line 
By JOHN W. AGENT 





Now that the gold decision and the 
February holidays are well behind us 
let’s march forward to many happy 
weeks, 

a 

She was a hard working widow in 
an office building. After a call on her 
boss I got to talking with her about 
her two boys—13 and 16. The two 
$1,000 policies I suggested with double 
indemnity for accidental death would 
have cost her about $11 quarterly for 
both. She felt she couldn’t afford it 
right then and would I come back 
about Feb. 1 (two months) when she 
might be able to swing it. I called 
about the time named and inquired for 


er. 

“Why, she’s been home about a 
week,” said her boss. “Her oldest boy 
was skating and fell through the ice 
and drowned.” 

Had she given me eleven bucks on 
the first call I could have brought her 
a check for $2,000 last month. As it is, 
they are taking up a collection for her 
in her building. 

Sometimes we don’t realize how im- 
portant to our prospects may be the 
sales we fail to make. 

* * * 


March is a long month and one in 
which the spring fever alibi has no 
place. If we will, we can work up 
enough momentum in it to carry us 
right through to summer without 
slackening speed. The! admiral who 
said, “T’hell with the torpedoes, full 
steam ahead,” ought to have made a 
good insurance man. Maybe his order 
would make a dynamic slogan for this 
month. 

*x* *k * 

Are you helping to elevate the busi- 
ness and to make a good name for 
yourself by attracting able salesmen to 
your agency? Before you invite a man 
into the business it might be well to 
ask yourself at least two questions: 
“Is he the kind of a man Id like to 
work with?” “If I were in some other 
line, could he sell me insurance?” This 
is a particularly good time to get new 
men started successfully, when the 
sales trend is consistently upward. 

* * 


The boss says: “If Marshall Field’s 
has a sale and offers overcoats for $20, 
you know that you can buy one, provid- 
ing you have the twenty. But buying 
insurance is not that simple. You may 
have $1,000 and be unable to get a 
policy if you’re a bit unfit, physically 
or morally.” There’s sales dynamite in 
that. Many people want a thing most 
when they are made to feel that they 
may find it a trifle difficult to obtain. 


Fits Plans to Purpose 


Man fits his plans around the purpose 
he has in mind, E. B. Thurman, gen- 
eral agent in Chicago for the New Eng- 
land Mutual Life, declared in a talk on 
“Harnessed Power” before the Life Un- 
derwriters Association of St. Louis. Life 
insurance is the only plan created by 
man that successfully transmutes his 
surplus earnings into usable income for 
his future needs and which hitches this 
usable income to the work to be done. 

“Man today is most concerned in pro- 
viding a permanent income for himself 
and family when he is not longer able 
to have earning power. Life insurance 
takes the uncertainty out of providing 
for the future.” 








20 


THE NATIONAL 








UNDERWRITER 





March 1, i939 





Pact Prepared by 
Agency Officers 


(CONTINUED FROM PAGE 3) 


with a view to canceling those who 
are unfit. 

“8. We agree to make an earnest ef- 
fort to improve the selection of agents, 
involving more care in the process and 
probable reduction of numbers hired. 

“9, We agree that no contract will be 
made with an agent now employed by 
another life insurance company without 
first communicating with the home office 
of the employing company. 

“10. We agree to request the super- 
intendent of insurance to cancel imme- 
diately the licenses of all agents whose 
contracts with this company are can- 
celed.” 

The committee of the association con- 
sists of: Frank H. Davis, Penn Mutual, 
chairman; H. H. Armstrong, Travelers; 
W. P. Coler, American Central; W. W. 
Jaeger, Bankers of Iowa; W. W. Kling- 








man, Equitable of New York; D. C. 
MacEwen, Pacific Mutual; T. A. Phil- 
lips, Minnesota Mutual, Henry E. North, 
Metropolitan, chairman executive com- 
mittee of the agency officers association, 
and J. M. Holcombe, Jr., secretary of 
the agency officers asociation, are ex- 
officio members. 


Recruiting Agents 
Is Difficult Job 


(CONTINUED FROM PAGE 1) 


terviewed 250 men and will feel himself 
lucky if he gets 5 agents out of the 
process. 

There has been a little experimenting 
with the plan of having an agency su- 
pervisor devote his whole time to re- 
cruiting. One prominent agency with 
an aggressive recruiting policy tried this 
for some months but found it was too 
expensive to pay. Another large office 
is trying the plan now, with a super- 
visor who had as a personal producer 
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an exceptionally fine record for prospect- 
ing in what most people would consider 


a meager territory compared with New 


York City. It is the general agent’s 
belief that a man with a good prospect- 
ing record is the type who will do the 
best in recruiting, and so far the results 
seem to bear this out. 

It might be thought that the proposed 
agreement on part-time and _ poorly 
qualified agents and better selection 
standards might be looked upon as a 
partial solution to the recruiting prob- 
lem. However, general agents and man- 
agers are shy of making any predic- 
tions, Admittedly, it will be quite a 
while before any improvement resulting 
from the agreement gets around to the 
general public sufficiently for prospec- 
tive agents to hold a markedly different 
view of the career of selling life insur- 
ance. 


Special Conference Dates 
Have Now Been Arranged 


(CONTINUED FROM PAGE 3) 


held in Cincinnati, headquarters to be 
the Netherland Plaza Hotel, Sept. 30- 
Oct. 1-2. The association will be the 
guest of the Cincinnati member com- 
panies. Charles Hommeyar, vice-presi- 
dent Union Central Life, has been ap- 
pointed chairman of the committee on 
arrangements. A one-day seminar for 
company educational supervisors direct- 
ing the L. O. M. A. Institute work will 
be held in Cincinnati the day following 
the close of the regular session. The 
present membership is in excess of 120 
companies, and seven new members have 
been admitted since the 1934 fall con- 
ference. 


Insurers “Not Under 77B 


The United States circuit court of 
appeals at Chicago has held that insur- 
ance companies do not come under sec- 
tion 77B of the amended federal bank- 
ruptcy statute. Accordingly the efforts 
of a group that was seeking to knock 
out the reinsurance of the Peoria Life 
into the Alliance Life were defeated. 
This is the second decision of the court 
recently in Chicago adverse to litigants 
seeking to upset reinsurances. In an 
earlier opinion those seeking to knock 
out the reinsurance of the Illinois Life 
into the Central Life of Iowa were re- 
buked by the court and costs were as- 
sessed against them. It is interesting 
that last week the United States circuit 
court of appeals at St. Louis validated 
the reinsurance of the Royal Union 
Life in the Lincoln National against the 
attack of a group of Royal Union 
stockholders. 


Premium Tax Preferred Claim 


ST. PAUL, Feb. 28—The state of 
Minnesota has won its case in federal 
court to collect $3,286 in premium taxes 
from the receiver of the Royal Union 
Life of Des Moines. Minnesota filed a 
claim as a preferred creditor and when 
this was rejected by the receiver, the 
state sued in federal court and won 





} out. 


Claims Under New Policies 


The Equitable Life of New York in 
1934 paid 237 death claims on its ordi- 
nary business, totaling $1,066,438, under 
policies in force less than one year. Of 
this number 117 were in force six 
months or less. 


Continental Assurance Rule 


The Continental Assurance in future 
will issue retirement income and single 
premium annuity policies only with 
signed applications. It has been found 
that such policies have been returned 
‘not taken” in many instances when 
signed application was not secured. Also, 
it has been necessary frequently to write 
the agent for evidence of age, so in fu- 
ture no retirement income or annuity 
policies will be issued until the agent 
has furnished the home office authen- 
tic evidence of age. The element of in- 
terest being important in the annuity 
business, all policies must be delivered 
and paid for within 30 days of date of 





issue. 


of importance is the list of solicitors, 


Michigan Book Issued by fi 
The National Underwritg 


The new Michigan Underwriters 
Handbook, published by THE NaAtioyg 
UNDERWRITER, gives a number of int 
esting facts in connection with the j 
surance business in the state. j 

The last directory lists 757 companie 
operating in Michigan. Of these 234 
stock fire companies, 164 mutual fire 
96 stock casualty, 43 mutual casualty, 3 
reciprocal, 112 life and 85 fraternals, © 

The handbook presents in handy for 
the complete statistics and facts regard. 
ing insurance in the state. The ageng 
section contains a list of all agents fj. 
censed showing their companies, mem- 
bers of the agency, etc. Another feature 
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This is arranged to show the agency ip 
each town which employs solicitors, 
There is a list of adjusters, attorneys, 
hotels, field men, general agents and 
managers, town classification, etc. 

Michigan has always been an impor. 
tant state insurancewise and the Michi 
gan handbook is one of the oldest pub 
lications of its kind. 










Enforce Assessment Law 


SAN FRANCISCO, Feb. 28.—Com. 
missioner Mitchell has notified all Chap- 
ter 4 assessment benefit associations to 
change their by-laws, their policy forms 
and other methods of operation to con 
form to a recent ruling of the attorney- 
general’s office, which is so drastic that 
many believe the associations will be 
unable to continue their operations, The 
attorney-general ruled that “no such a 
sociation should be permitted to issue 
contracts of varying amounts, which, at 
the time of such issuance, could not be 
fully met by the levy of an assessment 
which would produce an amount sufi- 
cient to meet the face amount of any 
certificate issued by it.” The insurance 
department has been convinced for some 
time that many of these associations 
failed to assess to the limit allowed o 
necessary because of fear of losing mem 
bers. As a result many beneficiaries re 
ceived but a small part of the sum met 
tioned as being the amount of insurance 
in the policy. The attorney-general also 
advises Commissioner Mitchell that 
members are liable for debts of the as 
sociation and that he has the power t0 
proceed with liquidation of such ass 
ciations on failure to meet the conditions 
set forth. 





McAndless Back on Job 


A. J. McAndless, vice-president Lit- 
coln National Life, is returning this 
week from a Florida vacation. 








Opportunity 


A Middle Western Life In- 

surance Company Thirty 

Year Old Wants an Assistant 
Agency. Director 


The man chosen must be between 
twenty-five and thirty-five years of 
age with a strong personality — 
splendid character. Must have been 
personal producer and have some- 
thing of a record in selecting and 
training men. 
Preference will be given to a man 
who lives in Iowa and has some 
acquaintance with the insurance sit- 
uation in Iowa. Preference will a 
be given to a man who is thinking 
more of future than immediate sal- 
ary although a fair salary and travel- 
ing expenses will be paid to the man 
we choose. 
Write telling all about yourself. 
Address B-47, The Nationa! 
Underwriter 
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WANTED 5 I 
A GENERAL AGENCY FOR A Ls oat 
SURANCE. COMPANY, must be _ratet ten 
Los Angeles County or Southern California Lilt 
tory. At the present time we are selling Fess 
Insurance with a selling force of twelve 
Will guarantee a minimum production 
first year. WRITER 
B-46, NATIONAL UNDERWRI/ER — 




















































